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ABSTRACT 
Over the course of South African history, racial and gender-based discrimination has 
proven to be prevalent, especially in terms the lack of business success for African 
women, as opposed to African men. This lack of business success may be influenced 
by socio-cultural patriarchal practices and norms, which reduce women to the level of 
second-class citizens (Witbooi & Ukpere, 2011). 
Despite the lack of formal education, societal recognition as breadwinners, through 
women taking the responsibility of fulfilling the supporting roles for husbands, partners, 
and extended families, women acquire skills and knowledge of managing a household. 
While these skills and knowledge are valued in society in general, it may be asked 
whether these skills and knowledge are acquired volitionally in terms of gaining 
independence, or out of obligation due to circumstance, especially when women are 
forced into the breadwinner role. A further question may be posed in terms of whether 
African women are able to shift their traditional gender-based role in the household in 
order to enter into, firstly, an informal business environment as entrepreneurs, and 
then into a formal business environment (Chinomona , Africa, Maziriri, & Africa, 2015; 
Magidimisha & Gordon, 2015). 
Is it possible that traditional child-rearing, cooking, household management have 
unknowingly formed the skills and knowledge base that will empower African women 
to enter the informal food provision market, to develop a small businesses that will 
provide an opportunity to move away from poverty, despite the historical 
disadvantages they have suffered (Witbooi & Ukpere, 2011; Dolan & Rajak, 2016)? If 
this is possible, then it becomes necessary to investigate the potential for 
entrepreneurial success for these women. 
This study identifies conditions for success for these female entrepreneurs, which 
have been absent in the extant literature in this field. The value of this study is the 
potential replication of these conditions, in addition to collaboration between 
government and the private sector, to provide sustainable business opportunities on 
a larger scale. 
Entrepreneurs face challenges in turning business ideas into commercial successes, 
and this is particularly evident in South Africa, where research has shown that more 
than half of entrepreneurial attempts fail (Witbooi & Ukpere, 2011; Magidmisha & 
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Gordon, 2015; Henning & Akoob, 2017; Darbi et al., 2018). Qualitative research on 
this topic suggests that while entrepreneurship is a pathway out of poverty, and is a 
path to the improvement of the lives of African women, it does not provide a solution, 
due to the high risk of commercial failure (Witbooi & Ukpere, 2011; Magidmisha & 
Gordon, 2015; Henning & Akoob, 2017; Darbi et al., 2018). 
This study aims to investigate the incidence of food vendor “pop ups” that are prevalent 
in most of the industrial areas in Gauteng, through a case study analysis that provides 
an example of a successful African woman in the informal business sector, specifically 
in the food sector. This case exemplifies the conditions that influence business 
success in the context of these women.  
The study includes interviews with an informal trader in the United States of America 
(USA), a formal catering business in close association with the informal business, and 
observations of the pre-tender considerations for providing a food provision service to 
a multinational corporation. A contextual and cross-case analysis strengthens the 
understanding of the identified conditions and provides motivation for further 
exploration of commercial and social opportunities in the future. 
The rationale of data collection through interviews is the possibility to apply a thematic 
analysis to the respondents’ answers in order to identify the conditions influencing the 
success of the informal woman-owned business. Once these conditions are identified, 
it becomes possible to compare them in a cross-case analysis, to assess the impact 
of the conditions, ultimately leading to a greater understanding of what leads to 
success in the paradigm of the informal food sector for female entrepreneurs.  
Using Mill’s method of similarities and differences (Collier, 2011) and comparing 
similarities and differences in the data collected between the cases thus provides a 
deeper qualitative insight into the success of the informal food sector female 
entrepreneur, while providing credibility and trustworthiness into conditions influencing 
the success, for practical future implementation.  
The primary case study was chosen to contextualise and trace the conditions 
influencing the success of a food vendor, focusing on her ability to capture and 
maintain her customer base in the informal food sector, in addition to her ability to 
maintain her business for a number of years, providing an income above survivalist 
levels. These conditions serve to indicate her level of success. This creates the basis 
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for the study’s contribution to the body of knowledge in the field of business 
management, as there is little extant documentation in this regard, and this baseline 
identification of success conditions allows for cross-case comparisons to establish 
whether these conditions are valid across different contexts within the paradigm of the 
informal food sector outside of Gauteng, South Africa. Therefore, the primary case 
study allows for the identified conditions to be replicated, or to be identified prior to the 
establishment of these forms of businesses, which may prove to be precursors for a 
potentially successful business in the future. The success factors that will be used to 
determine the success will be taken from the factors that previous research have 
indicated as hindering success – overcoming these hindrances will be regarded as 
elements of success. 
For the purposes of this study, “success” is measured as: 
1. being able to remain in a fixed location for more than four years: This was 
assumed as a success factor after inferring from the studies conducted by 
Willemse (2011) and Hill (2016), wherein it was established that the need to 
continually move to find more profitable areas in which to conduct business 
posed a serious challenge and hindrance to informal traders. Maintaining a 
profitable business from a fixed location for an extended period is 
recommended by Hill (2016), and is therefore assumed as being successful, 
and accepted as a success criteria for this study; 
2. maintaining a regular client base in the place of a formal catering service: This 
maintenance occurs through the establishment of good rapport with clients, 
optimal portion size to meet client demands, meeting specific customer 
requirements, and maintaining an optimal image of the food facility (Hill, 2016). 
In the primary case of a woman-owned informal business, this was assumed 
as an element of success. In addition, the informal trader faced the challenge 
of a formal catering company attempting to provide food provision services at 
a facility which employed the majority of her client base, thus indicating her 
success through the long-term provision of food to a sable client base, 
regardless of competition in the area; 
3. providing an income above survivalist levels: In order to alleviate poverty: 
Mabughi and Selim (2006:181) explain that based on “economic reasoning”, 
poverty may be described as “social deprivation from a decent quality of life”. 
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The subjective nature of the interpretation of the concept of “quality of life” forms 
the basis of the distinction between relative poverty (contextual, systemic, and 
changes over time) and absolute poverty (generalised standard which is 
constant in terms of deprivation) (Thompson, 2013). A survivalist income 
relates to an element of absolute poverty in terms of the deprivation trap, which 
comprises clusters interrelated of challenges faced by the poor, including 
poverty, physical weakness, vulnerability, isolation, and powerlessness. 
(Swanepoel & De Beer, 2016:6-7). These clusters relate to each other in terms 
of correlation and causation, for instance, poverty causes vulnerability in 
correlation with isolation, which in turn lead to powerlessness, which reinforces 
vulnerability, and poverty which may cause physical weakness (Swanepoel & 
De Beer, 2016:6-7). These clusters are quantifiable in terms of “lack” – poverty 
is the lack of assets; vulnerability is the lack of reserves and choices, isolation 
may be geographical, but also lack of inclusion in systems and structures 
(exclusion); powerlessness is the lack of social and economic influence, and 
physical weakness lack of physical strength and chronic illness (Swanepoel & 
De Beer, 2016:8). An adequate level of sustainable income alleviates poverty, 
creates opportunities to create persona agency and self-efficacy, thus 
countering powerlessness, which, in turn alleviates vulnerability, lowering the 
risk of physical weakness, and decreasing isolation, through interaction with a 
stable client base. 
The value of this study is its potential to be used in practical application in development 
of a deeper understanding of the conditions that could assist African women in 
exploring business opportunities in the provision of meals in the informal market as a 
means to poverty alleviation. This understanding is garnered through an initial primary 
case study analysis of a woman-owned business, followed by a cross-case study 
comparison, all of which detail and trace the conditions for maintaining a successful 
business in the provision of meals in the informal market, in addition to the 
understanding of how these entrepreneurs  overcome challenges, and finally an 
understanding of whether these conditions are transferable to allows for practical 
implementation in the informal food sector in the future. 
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CHAPTER 1: INTRODUCTION 
 
1.1 Background to the Study  
Studies by Witbooi and Ukpere (2011), Henning and Akoob (2017), and Darbi et al. 
(2018) highlight two notable points, which formed part of the rationale for this study. 
These points are that African women are the single most self-employed group of the 
South African population, and that more than half of the entrepreneurs in South Africa 
fail in their business attempts (Witbooi & Ukpere, 2011; Henning & Akoob, 2017; Darbi 
et al., 2018). These failures are perceived to be due to restricted access to finance 
and credit, in addition to the lack of support from business, government, potential other 
stakeholders, and investors. Female entrepreneurs are not able to overcome the 
historical challenges of being “third or fourth class citizens” (Witbooi & Ukpere, 
2011:5646) resulting from past discriminatory educational practices, lack of access to 
financing, and lack of assistance from partners with the requisite resources and/or 
skills. These challenges may keep these women trapped in a cycle of unemployment 
and poverty (Witbooi & Ukpere, 2011; Dolan & Rajak, 2016). 
Gender and the informal business sector have become increasingly favoured areas of 
research, with a focus on establishing the challenges facing female entrepreneurs in 
creating business opportunities in order to move out of poverty (Witbooi & Ukpere, 
2011; Magidmisha & Gordon, 2015; Henning & Akoob, 2017; Darbi et al., 2018). 
Moving out of poverty may thus serve as motivation for African women to enter into 
informal sectors, both out of necessity and survival, and as an avenue to improve their 
lifestyles.  
Henning and Akoob, (2017) undertook a study to investigate the difficulty of obtaining 
credit for female entrepreneurs. This study noted that without credit, success was 
unlikely and that actually obtaining credit, would improve the chance of business 
success (Henning & Akoob, 2017). This builds on Hill’s (2016) study on business 
efforts in relation to banks’ requirements of surety for extending any loans, focusing 
on the fact that most African female entrepreneurs do not have this required surety, 
and investigating their business efforts which are financed by savings, loans from 
family members, and loans from money-lenders at exorbitant interest rates, which are 
difficult to repay (Hill, 2016; Henning & Akoob, 2017). 
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An investigation into organisations specifically set up to provide support for female 
entrepreneurs, as well as studies into female entrepreneurship, found that the general 
starting point is fulfilling statutory requirements, even though this proved to be one of 
the biggest challenges facing female entrepreneurs (Witbooi & Ukpere, 2011; 
Chinomona et al., 2015; Akinyemi & Adejumo, 2017). Furthermore, in Gauteng, there 
is evidence that the challenges facing female African entrepreneurs include lack of 
education, negative perceptions about women in business, and discrimination in the 
form of gender bias in obtaining finance (Witbooi & Ukpere, 2011; Chinomona et al., 
2015; Akinyemi & Adejumo, 2017). 
Female African entrepreneurs can be found in the food sector of the informal economy 
(Hill, 2016). Hill (2016) developed a framework around this placement in the informal 
sector, focusing on the street vending in Cape Town, after investigating the challenges 
facing entrepreneurs providing informal meals on the streets of Cape Town. Hill (2016) 
concluded that the type of food sold, as well as the lack of nutritional knowledge about 
the food being sold prohibited success, in addition to lack of business practice 
guidelines, and limited knowledge of menus. Recommendations were made that a 
greater variety of food should be provided, and that the vendors require training and 
support from business and government, in order for this to be a viable alternative to 
unemployment (Hill, 2016). 
Hill’s (2016) study aimed to provide a framework for the establishment of street 
vending machines that provide healthy and nutritious food in the informal sector, 
positing that this would provide opportunities for unemployed women to make an 
income. The study further identified that the vendors did not make a sufficient income 
and needed to move from place to place to find better markets for opportunities to sell 
their wares (Hill, 2016). Finally, Hill (2016) concluded that the sale of culturally-
appropriate meals proved to be more successful than any of the other alternative 
snacks and beverages (Hill, 2016). 
A brief literature review, including the studies of Chinomona et al. (2015); Henning and 
Akoob (2017) and Witbooi and Ukpere (2011), has served to provide an understanding 
of the challenges facing female entrepreneurs. These challenges appear vast, and 
include historical discrimination, gender bias, lack of education, lack of access to 
finance, and little governmental or business support. While there is an impetus to 
examine and explain these challenges eco-systemically, it is not clear if there are any 
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cases where these challenges have been successfully overcome in a sustainable 
manner. 
In the study by Hill (2016) the development of a street vending model was established 
and tools were drafted in the areas of business, food and nutrition, hygiene, and 
necessary equipment. Furthermore, Hill’s (2016) study included a framework on legal 
requirements and nutritional best practices. Examples were taken from other 
countries, including Ghana, Kenya, and India, as to the acceptance of the idea of street 
vending providing a way out of poverty, and it was clear that it did provide for 
opportunities, despite the enormous challenges (Hill, 2016).  
It may be noted that African women, due to history, culture and circumstance, have 
been left behind in terms of acquiring tools to take advantage of business opportunities 
which might empower them to achieve economic development and independence 
(Witbooi & Ukpere, 2011; Chinomona et al., 2015; Akinyemi & Adejumo, 2017). This 
study aims to ascertain whether there has been some inherent benefit in the traditional 
roles portrayed by African women, despite the aforementioned disadvantages, 
specifically in terms of the skills required in managing households, including preparing 
culturally appropriate meals for large numbers of people. This specific skill is argued 
to be beneficial, and even required, if these women were to enter the informal business 
sector by providing home-cooked meals. However, considering the challenges facing 
African female entrepreneurs, it is unclear how these challenges could be successfully 
overcome, or whether the anticipated outcome of the street vending model has been 
achieved. 
Previous research by Willemse (2011), and Hill (2016) indicate that opportunities exist 
in the informal sector for female entrepreneurs to provide meals to workers, leading to 
them becoming economically independent, and thus empowering them. However, 
studies by Magidimisha and Gordon (2015) and Chinomona et al. (2015) have further 
indicated that despite these opportunities, there are inherent challenges for women 
specifically, and for informal traders generally (Akinyemi & Adejumo, 2017). A 
framework was developed that provided detailed prescriptive steps that should lead to 
the successful formation of street vendor businesses, yet, despite the framework, the 
success rate in this realm has been unsatisfactory (Hill, 2016). 
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This study aims to undertake a case study analysis in order to contextualise the 
conditions and influences that allow female African entrepreneurs to overcome 
challenges and establish a successful business. The case study analysis is supported 
by qualitative data gathered from in-depth interviews conducted with the identified 
female African entrepreneur. For this study, the term “success” is understood as a 
female entrepreneur being able to sustain the business in one place for a prolonged 
period of time, and to produce an adequate income. These elements of success may 
be broken down as follows: 
1. being able to remain in a fixed location for more than four years: This was 
assumed as a success factor after inferring from the studies conducted by 
Willemse (2011) and Hill (2016), wherein it was established that the need to 
continually move to find more profitable areas in which to conduct business 
posed a serious challenge and hindrance to informal traders. Maintaining a 
profitable business from a fixed location for an extended period is 
recommended by Hill (2016), and is therefore assumed as being successful, 
and accepted as a success criteria for this study; 
2. maintaining a regular client base in the place of a formal catering service: This 
maintenance occurs through the establishment of good rapport with clients, 
optimal portion size to meet client demands, meeting specific customer 
requirements, and maintaining an optimal image of the food facility (Hill, 2016). 
In the primary case of a woman-owned informal business, this was assumed 
as an element of success. In addition, the informal trader faced the challenge 
of a formal catering company attempting to provide food provision services at 
a facility which employed the majority of her client base, thus indicating her 
success through the long-term provision of food to a stable client base, 
regardless of competition in the area; 
3. providing an income above survivalist levels, in order to alleviate poverty: 
Mabughi and Selim (2006:181) explain that based on “economic reasoning”, 
poverty may be described as “social deprivation from a decent quality of life”. 
The subjective nature of the interpretation of the concept of “quality of life” forms 
the basis of the distinction between relative poverty (contextual, systemic, and 
changes over time) and absolute poverty (generalised standard which is 
constant in terms of deprivation) (Thompson, 2013). A survivalist income 
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relates to an element of absolute poverty in terms of the deprivation trap, which 
comprises clusters interrelated of challenges faced by the poor, including 
poverty, physical weakness, vulnerability, isolation, and powerlessness. 
(Swanepoel & De Beer, 2016:6-7). These clusters relate to each other in terms 
of correlation and causation, for instance, poverty causes vulnerability in 
correlation with isolation, which in turn lead to powerlessness, which reinforces 
vulnerability, and poverty which may cause physical weakness (Swanepoel & 
De Beer, 2016:6-7). These clusters are quantifiable in terms of “lack” – poverty 
is the lack of assets; vulnerability is the lack of reserves and choices, isolation 
may be geographical, but also lack of inclusion in systems and structures 
(exclusion); powerlessness is the lack of social and economic influence, and 
physical weakness lack of physical strength and chronic illness (Swanepoel & 
De Beer, 2016:8). An adequate level of sustainable income alleviates poverty, 
creates opportunities to create persona agency and self-efficacy, thus 
countering powerlessness, which, in turn alleviates vulnerability, lowering the 
risk of physical weakness, and decreasing isolation, through interaction with a 
stable client base. 
The primary case study analysis, as well as the subsequent cross-case comparative 
analysis provide an opportunity to investigate the manner in which challenges are 
overcome, and what conditions are necessary and sufficient to ensure that the 
identified challenges may be overcome in future. This is pertinent, as the data 
collected would provide evidence of how the difficulties had been overcome despite 
indications in previous studies that most female entrepreneurs failed in a short time 
(Hill, 2016). The financial, economic, and cultural challenges identified as leading to 
failure in more than half of entrepreneurial endeavours, seem to have  been overcome 
in the primary case, indicating that it is possible to succeed (Witbooi & Ukpere, 2011; 
Henning & Akoob, 2017). 
The successful identification of the conditions of success in this context is novel to this 
study. Studies such as those undertaken by Hill (2016) highlight unsuccessful 
endeavours, and thus serve as a contrastive foundation for this study. The common 
factor in the research is the food sector, with a focus on a catering company fulfilling 
the role of the female entrepreneur. 
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1.2 Methodological Contextualisation 
This study’s case study selection is based on the techniques identified by Seawright 
and Gerring (2008:297). Seawright and Gerring (2008) explain that case studies 
comprise the following categories, based on the goal of the research: 
1. typical cases: this case type of case is also referred to as a representative case 
within which the researcher will find that causal mechanisms can be found, the 
within case detail may provide evidence that validates the causes identified or 
is different. There is also a chance that no connection is found. These are used 
to prove typicality where the case is an example of a typical cross case 
relationship; 
2. diverse cases: this case type is used to prove the full case of variation, along 
selected dimensions. In this case selection all the variables will be uncovered;  
3. extreme cases: in this case an unusual case, far from the norm will be selected. 
If most cases are positive and a negative case is chosen, this is an extreme 
case. It is an exploratory method used in an open-ended manner to understand, 
it is possible for this case to evolve into a more direct case as details begin to 
come to light; 
4. deviant cases: in this case a surprise is sought, to discover new or 
undiscovered explanations in cross case analysis; 
5. influential cases: are cases that are selected to discover missing variables that 
may affect the whole population, motivated by the need to check some general 
assumptions – the reasoning behind the selection of the main case. The 
success is driven by a certain set of conditions in a unique case, which may 
influence the wider population; 
6. most similar case: in this case selection technique cases that appear similar in 
backgrounds are selected to check if the presence or absence of a variable 
suggest the cause; 
7. most different case: when this technique is used a case with the most different 
background is selected to check the presence or absence of a variable.  
The primary case selected for this study is an influential case strategy due to its 
uniqueness and its potential practical influence for business success, as the conditions 
which led to the female entrepreneur’s success may be compared to other cases 
which are also regarded as successful in terms of longevity and earning potential, in 
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order to establish a framework for success in general. The conditions in this case are 
unique, and the case is not representative of the general population but tracing the 
conditions will provide a deeper understanding of an individual’s process on 
overcoming adversity, and this may be inductively applied in wider contexts in future 
research.  
The selection of two additional cases is based on the models of similarity and 
difference, for practical application through a cross-case comparative analysis. The 
similarity in this context is the food sector, and the difference is that the female 
entrepreneur’s role is replaced by – in the second case, a food truck operating under 
different conditions in a developed country, and in the third case a company, which is 
not affected by the challenges affecting female entrepreneurs. This comparison and 
contrast allow for the investigation into the conditions and influences driving the 
outcomes of business success over different contexts. 
The second case represents a different business model to that of the primary case, as 
it is based on a food truck in the informal food environment in Florida, USA. It too was 
providing meals from the same location for an extended period, providing an income 
above survivalist levels, but different, as it is located in a developed country where the 
business conditions are more favourable. 
The third case – the catering company  is similar in terms of food provision, but 
different in that, although a female entrepreneur and a company set out to compete in 
the same market, they have a different set of conditions and influences, with the female 
entrepreneur being less likely to succeed from the outset. However, the female 
entrepreneur succeeds, against the better-resourced entity, despite the advantage of 
not having to face her challenges. This contradiction highlights the favourable 
conditions leading to success. 
The data analysis is expected to further highlight the conditions and influences driving 
the success of the female entrepreneur. It is anticipated that the identification of the 
conditions and influences in the second and third cases may lead to the extrapolation 
of those conditions and influences which are necessary and sufficient for success. To 
this point, Witbooi and Ukpere (2011) note that the commercial company’s advantages 
has in terms of finance and business knowledge, were identified as pre-conditions that 
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should improve success, and this data creates a comparative background for this 
study.  
Researching a unique, successful case that is flourishing in the face of challenges, 
and tracing the conditions and influences leading to the female entrepreneur’s 
success, despite historical, financial, and cultural challenges, is foreseen to provide 
the mechanisms for overcoming these challenges. When added to previous 
frameworks, this may lead to successful case-to-case transfer. 
 
1.3 Research Problem 
The aim of this study is to understand the strategies employed by a female 
entrepreneur in the informal food sector to maintain a successful business, despite the 
inherent challenges faced by African businesswomen. This addresses the practical 
question of how to succeed in the informal food sector as a black female entrepreneur, 
as this investigation allows for the tracing of the conditions related to success, as 
previously identified in Section 1.1. Furthermore, tracing these conditions may lead to 
bolstering the environment for this success, through an identification of success 
factors for the provision of traditional meals as a business opportunity for other female 
entrepreneurs in this sector. 
In evaluating previous studies, it is not clear where these success factors and possible 
solutions can be found, however, and further research is required to uncover cases 
where these challenges have been successfully overcome. It is necessary to 
consistently identify success factors in literature in order to contribute to Hill’s (2016) 
framework for case-to-case transference (Hill, 2016; Henning & Akoob, 2017). This 
research focuses on the conditions of success of an informal business, and how has 
the informal business succeeded, with a case analysis of this occurrence in Gauteng. 
This study further utilises in-depth interviews regarding these conditions, specifically 
pertaining to characteristics of the business owner, the informal business itself, the 
customers, and other factors in the business environment. The data collected for this 
study is then comparatively analysed through a contrast with two additional cases, one 
with an informal business in a different environment, and the other a different business 
in the same environment. 
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There are limitations to this research in that a single case is being used for the primary 
baseline of data collection, as the data collected from the primary case determines the 
conditions which are used for comparison in the cross-case analyses.   
In terms of this contextualisation, the study of a successful business venture, led by 
an African woman in the informal food sector may answer the questions of how this 
African woman is able to overcome the inherent challenges to her venture through 
identifying her business strategies, and whether her conditions of success are 
transferable to enable other African women to succeed in the informal sector. Hill 
(2016) recognises that street vending provides business opportunities and a way out 
of poverty, and Hill (2016) provides a framework to guide business ventures of this 
nature. Yet, Witbooi and Ukpere (2011), Chinomona et al. (2015), and Akinyemi and 
Adejumo (2017) unanimously indicate the numerous failed ventures in this sector. 
Therefore, it is valuable to use a primary case study and subsequent cross-case 
comparisons to identify instances in which informal businesswomen are able to 
successfully own and operate informal food businesses, providing an understanding 
of how success is attainable.   
 
1.4 Aims and Objectives of the Study 
The factors used to measure the success of a woman-owned street vendor business 
in the informal food sector are based on Hill's (2016) framework and research by 
Bromley (2000), which indicates that informal traders need to move around to improve 
success, and may not be able to remain in a single location for an extended period, 
as they may need to search for new customers. Thus, the factors used to measure 
success, as explained in Section 1.1, comprise: 
• remaining in a fixed position for more than four years (not having to move 
around to create opportunities); 
• maintaining a regular client base; 
• providing an income above survivalist levels. 
 
The key objectives and aims of this study are thus to establish what conditions 
influence the success, in terms of continued operation in the same place, serving the 
same company’s staff, and being economically sustainable, of an African, woman-
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owned business in the informal food sector, in spite of financial, cultural, and historical 
challenges. These conditions and influences may be added to Hill’s (2016) framework 
to provide guidance in terms of business establishment, hygiene, and diet. The 
ultimate objective of this study is to consolidate with these conditions and guidelines 
for practical implementation in other cases. 
 
1.5 Research Questions 
This study aims to answer the question of how an African, woman-owned business 
could succeed in the informal food sector, despite the historical, discriminatory, 
economical, logistical, and regulatory challenges. It should be noted that the primary 
case used to answer the research question is localised to Gauteng, South Africa, 
because there is a noted lack of data about successful female-owned business in the 
emerging informal sector (Spring, 2009), while there are numerous examples of and 
data collected around failed ventures in this sector (Hill, 2016). Witbooi and Ukpere 
(2011); Henning and Akoob (2017), and Darbi et al. (2018) specifically address the 
rarity of successful and sustainable female-owned businesses in the informal sector. 
Because this study focuses on conditions related to success, the primary case is 
contextually analysed, and that context includes geographic location of the business, 
as the urban location within a business district in Gauteng affects the entrepreneur’s 
potential client pool. Kumari and Singh (2016) emphasise the multi-situational and 
non-uniformity in the nature, characteristics, and conditions of jobs in the informal 
sector across regions. It may therefore be argued that if this entrepreneur attempted 
the same strategies in a more rural area, or within a different metropolitan area outside 
of Gauteng, she may not have the same level of success, as defined in Section 1.1. 
The urban and metropolitan aspects of the area of Gauteng where this business has 
been established may therefore be argued to directly impact the business model of 
the primary case and is thus considered as contextually relevant to the study. 
In order to provide the operational framework for the study, the following research 
questions are addressed, in order to contextualise the data analysis, interpretation, 
and possible case-to-case transfer: 
1. what are the conditions influencing the success of the informal business in 
Gauteng? 
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2. how do these conditions contribute to the success of the informal business? 
3. how is a female entrepreneur able to overcome the challenges, identified in 
previous research, in maintaining a successful business, based on the 
contextual definition of success, extrapolated from Bromley (2000) and Hill 
(2016)? 
 
1.6 Credibility and Trustworthiness  
Quality criteria in qualitative research includes transferability, dependability, 
conformability, and credibility according to Korstjens and Moser (2018:120) and 
requires qualifying in terms of being “new, relevant, and true”. 
Consideration is thus given to the pre-requisite vernacular, to avoid the risk of the 
answers to the interview questions being misquoted, misconstrued, or the risk of a 
barrier occurring between the interviewer and the interviewee/s (Korstjens & Moser, 
2018). 
Confidentiality and anonymity are maintained, and the relevant permissions are 
obtained from the participants, thus ensuring voluntary participation (Korstjens & 
Moser, 2018). All participants are informed of the reasons for the research and that a 
deeper understanding adding to the body of knowledge is the only outcome. 
Credibility and trustworthiness in qualitative research are referred to in terms of 
reliability and validity (Maree, 2014). To establish credibility and trustworthiness data 
was gathered from the primary case, in addition to two further cases which shared 
similarities and differences, against which the data of the primary case was compared 
to strengthen the validity of the data in the primary case. Data was also gathered about 
the business owner, the business, the customers, and the business environment in 
the primary case, which was selected for its influential nature for practical 
implementation of success conditions.  
Their purpose of selecting two further cases from different contexts to the primary case 
allowed for the cross-case analysis based on the identification of similarities in 
conditions as well as differences in conditions and strategies in order to triangulate 
data identified in the primary case. Triangulation, according to Maree (2014), is better 
suited to quantitative research as it serves to test hypotheses, and triangulation assists 
in confirmation of findings, however, in qualitative research, as is the case here, 
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triangulation needs to be conceptualised as no hypotheses are being tested – and 
triangulation occurs based on the identified success conditions. The triangulated data 
from the primary case and cross-case comparison allows for an in-depth analysis of 
the conditions of success based on different contexts, which allows for the opportunity 
for future research in terms of practical implementation in the informal food sector. 
Triangulation allows for data crystallisation (Maree, 2014), based on the emergence 
of patterns and themes in the data, and analysis thereof will improve the 
trustworthiness of qualitative research in this regard. 
 
1.7 Analysis 
The overarching requirements that are considered for this study include ensuring that 
the findings are sound in their interpretation. To this end, this study employed a third-
party reviewer to verify the findings. 
Data analysis in this study centres upon the identification of success conditions, 
addressing pre-conditions that exist in the case of a uniquely successful business. The 
second and third case studies bolster understanding of these conditions, through a 
contrastive analysis in terms of similar businesses that have different outcomes. This 
ensures that all the possible details are uncovered for comparison and 
contextualisation. Analysis of the conditions and influences contributing to the success 
or failures of the three cases was carried out, based on the Mill’s method of similarities 
and differences (Collier, 2011). 
Primary sources are employed in this study, as first-hand, experiential information was 
obtained where possible. It should be noted that care was taken to avoid the creation 
of barriers by insensitivity to cultural and social norms (Bickman & Rog, 2009). The 
purpose of collecting detailed, rich data, and narrative data in this qualitative study is 
to provide a foundation for critical analysis, focusing on the clarity of the story line, 
based on empirical data (Bickman & Rog, 2009). 
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The study’s data collection methodology may be depicted as follows: 
  Semi-Structured interview 
Challenges/Success Factors/Benefits 
 
 
  
   
 
 
 
Figure 1.1: Data Collection Methodology 
Source: Author’s own 
 
For purposes of this study, three cases are investigated and compared to the 
indications of extant literature – that female entrepreneurs rarely succeed in business 
in the informal sector, firstly due to there being fewer female entrepreneurs resulting 
from historical, gender, and cultural challenges, as well as there being further 
economic, logistical, and social challenges in the informal food sector (Witbooi & 
Ukpere, 2011; Chinomona et al., 2015; Akinyemi & Adejumo, 2017).  
The study’s data analysis methodology comprises the establishment of definitions of 
success in this context and using these definitions as part of a contrastive case study 
analysis to investigate the success conditions in this context. Furthermore, data 
collected from potential providers of financial and governmental assistance, are used 
to add to the findings of the case study analyses.  
 
1.8 Limitations to the Study  
The primary limitation of this study is that it relates to a single, specific case, in a 
specific industrial area in Gauteng. The case study is unique in that it examines a 
good, and long informal relationship that exists between the workers of a specific 
factory, and the female informal business owner. It may be argued that this uniqueness 
will contribute to the limitations of generalisability.  
 
Company workers 
Caterer – formal 
trader 
Informal trader – USA 
 
Company 
Representatives 
  
 
SEDA and SEFA 
 
 
Informal women 
entrepreneur 
Successful x 1 
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Other companies may not have the same attitude towards this informal relationship, 
as a result of non-compliance with statutory requirements, and this may provide a 
serious limitation to the possibility of case-to-case transfer.  
There may be pressure from local authorities, as was identified by Skinner and 
Haysom (2017), with the authorities not having a sympathetic approach to these 
informal vendor activities. No protection exists for these female entrepreneurs and 
their informal businesses, despite a successful sectoral, due to the nature of business 
in the informal sector. This may be an isolated case that cannot be easily transferred, 
and the legitimacy of the provision of this service, despite its success, may be too risky 
for it to be attractive to any formal sector involvement, through incubation or joint 
ventures.  
Further research into other industrial areas may provide different data. 
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CHAPTER 2: LITERATURE REVIEW 
 
2.1 Introduction 
Studies by Witbooi and Ukpere (2011); Henning and Akoob (2017), and by Darbi et 
al. (2018) highlight the rarity of successful and sustainable female-owned businesses 
in the informal sector. Yet, it is necessary to undertake further research into this 
phenomenon in order to explore the factors which hamper success, in addition to 
identifying potential success factors, in order to bolster potential job creation in South 
Africa through practical implementation of success conditions where possible. 
In order to understand the question of what is required for African female 
entrepreneurs to succeed in the informal food sector, it is important to understand the 
task and it inherent challenges. These challenges provide the background against 
which the success conditions established in the data analysis may be compared. This 
comparison allows for the potential application of success conditions by African female 
entrepreneurs in the exploration of opportunities in the informal sector, to facilitate the 
establishment of successful, profitable businesses. For the purposes of this study, the 
concept of success is measured in terms of maintaining an informal business for more 
than four years, keeping the business profitable, being in a fixed place, and providing 
an improved lifestyle. 
Hill’s (2016) study covered more than thirty areas of Cape Town, wherein meals were 
purchased from informal vendors at least two to three times per week, and up to a 
meal a day, indicating that business opportunities exist (Hill, 2016). Hill’s (2016) study 
provides a framework to overcome the sectoral challenges, providing necessary tools 
for commercial success, in the hope that this would provide opportunities for 
unemployed women to begin new business ventures. 
Obtaining confirmation that providing meals in the informal sector is a possible way to 
overcome poverty for African women forms part of the rationale for this study. 
However, it is necessary to take cognisance of the challenges facing African female 
business owners, especially in the informal sector.  
This study undertakes a literature review to understand the developments and critical 
factors regarding growing unemployment and its impact on women. Therefore, it 
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encompasses an exploration of regional, municipal, government, and private sector 
programmes to support entrepreneurs. Furthermore, current peer-reviewed literature 
is explored in terms of data on entrepreneurship in general; the informal sector; the 
informal food sector; the financial, legal, and business challenges that exist; as well as 
opportunities to move above subsistence levels of income. Finally, this literature 
review creates the context against which the success conditions from the primary case 
study may be examined.  
The table below indicates the literature review strategy: 
Table 2.1: Literature Review Strategy – Challenges and Opportunities 
 
Conditions influencing the success of a woman owned business in the informal sector 
 
Tracing the conditions and influences of a successful women entrepreneur 
CHALLENGES 
Challenges to women entrepreneurs 
Challenges in the informal sector for small businesses 
Challenges in the informal food sector 
Lack of business acumen 
 
OPPORTUNITIES 
Successful informal projects in South Africa  
Elements for success in informal sector and small 
businesses in South Africa 
Joint ventures between formal and informal sector 
 
 
 
Women entrepreneurship as a remedy for unemployment 
Source: Author’s own 
 
2.2 Informal Sector Challenges 
For Bromley (2000) and Hill (2016), success in the informal food sector comprises the 
maintenance of a business for a period longer than a temporary, short-term expedition 
into business that fails after a few months. Furthermore, success is marked by 
geographical stability, as opposed to the need to move to various locations to 
maximise opportunities (Bromley, 2000). Success is further recognised as succeeding 
without a formal education, business training, or access to finance which is lacking in 
the informal sector (Hill, 2016). 
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The challenges facing female entrepreneurs in the informal sector include the inability 
to secure finance from regular financial institutions (Witbooi & Ukpere, 2011), in 
addition to the lack of access to formal education, discrimination on the basis of gender 
and race, and historical and cultural prejudices against African women in business 
(Magidimisha & Gordon, 2015). These challenges often prevent African female 
entrepreneurs from starting and maintaining a small business in the informal sector. 
An additional challenge to these women is the requirement to meet statutory 
requirements for registering and running a small business, which places further 
pressure and uncertainty on entrepreneurship’s ability to provide an escape from 
continued subsistence living and poverty (Witbooi & Ukpere, 2011). The financial 
challenges associated with the business establishment is a condition that hinders 
numerous female entrepreneurs from exploring opportunities, and the lack of 
education can be regarded as a further condition challenging the establishing of a 
business (Witbooi & Ukpere, 2011; Magidimisha & Gordon, 2015). 
Darbi et al. (2018:308) describe the informal sector as having a reputation for being 
marginal, illegal, and inherently unregulated. Yet, despite these attributes, the informal 
sector comprises a significant proportion of the South African workforce, as noted by 
Rogan and Skinner (2017), who reviewed the informal sector in terms of recent trends 
between 2008 and 2014, and found that the informal sector accounts for approximately 
17% of the non-agricultural workforce, and that Johannesburg had approximately 250 
000 informal sector businesses (Rogan & Skinner, 2017). 
Witbooi and Ukpere (2011), Chinomona et al. (2015), and Henning and Akoob (2017) 
identify further challenges facing female entrepreneurs in terms of  historical gender-
based and racial discrimination, lack of education and business knowledge, and 
challenges related to balancing work and family responsibilities. The challenges that 
are faced by informal traders in general, identified by Willemse (2011), may be 
categorised as economic, socio-cultural, political, and operational. This is confirmed 
in the street vending study by Hill (2016), who formed a framework for improvements 
in the business, socio-ecological, public policy, and operational components in the 
informal sector. This study contextualises the challenges faced by local female 
entrepreneurs in terms of the socio-ecological and policy-related challenges related to 
the role of the local and national government, as the lack of support provided by these 
structures in the informal sector greatly influence the lack of success of female 
18 
 
entrepreneurs. However, this also creates an opportunity for success and 
improvement. 
 
2.2.1 Local Governmental Challenges in the Informal Sector 
Rogan and Skinner (2017) note that local governmental structures have historically 
not provided any support for the informal sector, despite the acknowledgement of the 
informal economy. The informal sector forms part of national government policy, and 
has been acknowledged as providing economic opportunities and financial relief for 
the unemployed, however, the drive for sustained support is identified as lacking 
(Rogan & Skinner, 2017). It should be noted that despite the lack of support, the 
Organisation for Economic Co-operation and Development (OECD) (2004) identifies 
the informal sector as being a mechanism for providing relief in economic crisis, 
providing an avenue for employment against the growth of unemployment in the formal 
sector (Rogan & Skinner, 2017). 
According to Skinner and Haysom (2017), the informal food sector provides daily 
meals for low-income households, where approximately 70% of the population studied 
are reported to rely upon the informal food sector. Skinner and Haysom (2017:4) 
further report that, in 2003, President Mbeki emphasised the existence of the “second 
economy” in reference to the informal sector, of which 20% comprises food vendors. 
It is noted that due to the recognition and acknowledgement given to the informal 
sector, that there needs to be approved government support, especially in terms of 
public works programmes (Skinner & Haysom, 2017). Despite this acknowledgement, 
however, there is a drive to eliminate this sector in terms of the Accelerated Growth 
Initiative of South Africa (Skinner & Haysom, 2017). 
Masutha and Rogerson (2014) explain that in 2004, the government introduced the 
Small Enterprise Development Agency (SEDA) which was a major indication of intent 
to provide support for small business, while the introduction of a ministry for the 
upgrading of small, medium, and micro-enterprises (SMMEs) in 2014 gave further 
indication of the acknowledgement of the importance of this part of the economy 
(Masutha & Rogerson, 2014). In 2014, the introduction of the National Informal 
Business Upliftment Strategy gave new impetus to support for small businesses, but 
none of these policies give significant recognition or policy support for the food sector 
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(Masutha & Rogerson, 2014; Skinner & Haysom, 2017). However, the indication of 
intent and impetus do not equate to actual support, and this disadvantages the 
informal sector.  
Local governments in the major cities in South Africa appear to have negative, or 
destructive regard for the support of informal food traders, with the court system being 
required to intervene to protect the rights of street traders, despite cities recognising 
the benefits that informal trading provides in terms of unemployment and poverty 
alleviation (Skinner & Haysom, 2017). 
Based on the literature, it is possible to argue that there is apparent conflict between 
the national and local government vision for the informal sector in terms of the potential 
for benefits, and the execution of a plan to capitalise on these benefits. Despite these 
challenges, entrepreneurship and small business establishment are identified as 
solutions to unemployment and poverty alleviation (Hill, 2016), but this requires a 
working framework to simplify the establishment of businesses in the informal sector. 
This cannot be achieved without the support of local government, financial institutions, 
businesses, and other stakeholders. 
 
2.2.2 Local Governmental Support in the Establishment of Small Businesses  
It is necessary to acknowledge the challenges facing informal traders, and especially 
female informal traders, including the necessity of leverage and support from 
generating business in the informal sector. Yet, informal sectoral challenges often 
contribute to the failure of entrepreneurial ventures, and this compounds the lack of 
formal commercial support, as these ventures are not viewed as viable investments 
(Chitakunye, & O’Neill, 2014; Derera, Chinomona et al., 2015; Dolan & Rajak, 2016). 
However, it is necessary to investigate the development in the field of small business 
establishment and maintenance in the informal sector. 
In this regard, Masutha and Rogerson (2014) acknowledge an obscure tool for the 
development of small businesses, namely “business incubators”. These are 
governmental and private business initiatives that provide support and a networking 
framework for accelerating the growth of new small businesses. Masutha and 
Rogerson (2014) indicate that most of the participants involved in a study of business 
incubators were African men, but the study remains relevant, as it aligns with the 
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inherent challenges facing women entrepreneurs, in terms of historical gender bias, 
and racial bias (Magidimisha & Gordon, 2015). The reason for failures in these 
endeavours have been attributed to poor communication, and a lack of sustained effort 
by supporters and stakeholders (Masutha & Rogerson, 2014). It may be argued that 
a sound supportive framework may increase the potential for sustained success, 
ultimately rendering these informal business ventures more attractive from a 
commercial and social responsibility standpoint.  
 
2.3 The Informal Sector in Other Parts of Africa 
The east coast of Africa is not excluded from the entrepreneurial endeavours of street 
vendors in attempts at poverty reduction. Mramba (2015:120) describes the street 
vending in Tanzania as a “non-criminal” activity made up of over 7 000 vendors in the 
city of Dar es Salaam in 2007, rising to over one million by 2014. These micro-
enterprises are generally operated as a manner of improving living conditions in an 
effort to escape poverty (Mramba, 2015). 
Mramba (2015) further notes that the circumstances facing the street vendors in 
Tanzania (harassment, lack of recognition, lack of governmental support, and the lack 
of access to finance) mirror those experienced in the informal sector in South Africa, 
inhibiting entrepreneurs from creating informal businesses as a way out of poverty. 
Mramba (2015) cites Mitullah (2003) and Kusakabe (2006), according to whom, in 
developing countries, female street vending is found to be the primary source of 
financial support of families. However, the lack of support from governmental 
structures, and the institutional perception that these activities are illegal, result in 
regular clashes between the authorities and street vendors, similar to these incidents 
in South Africa (Mramba, 2015). 
While Mramba (2015) concludes that street vending provides a source of poverty 
alleviation, for female entrepreneurs who face challenges of poor education, lack of 
access to the formal market, and lack of access to financial assistance, while requiring 
the support from government. These challenges mirror those highlighted by Henning 
and Akoob (2017) and Darbi et al. (2018). 
Various informal markets throughout Africa are characterised by women striving for 
poverty alleviation, and provides a socio-economic benefit to the communities in which 
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they operate (Otoo, Fulton, Ibro, and Lowenberg-Deboer, 2011). Otoo et al. (2011:40) 
investigated the informal food market in West Africa and identify the informal food 
sector as being “survivalist” rather than “entrepreneurial”, not having the ability to drive 
any kind of sustainable growth in emerging economies. In their study it was argued 
that the focus was still on men entrepreneurial efforts and that unless there was a 
strategic focus on women-based efforts poverty alleviation for women was less likely. 
However, it was argued that this may not be accurate due to the lack of research on 
the successes of women businesses in the informal food sector (Organisation for 
Economic Co-operation and Development, 2004). 
Otoo et al. (2011) conclude that the factors and conditions that make it difficult for 
female entrepreneurs to find their way out of poverty, through the informal food sector, 
however, Otoo et al. (2011) fail to explore the conditions surrounding any successful 
ventures. These conclusions and potentially missed opportunity support the findings 
presented by Derera et al. (2014), Chinomona et al. (2015), and Dolan and Rajak 
(2016). 
 
2.4 The Informal Sector outside of Africa 
This study required an investigation into the question whether any conditions that 
would serve to assist African female entrepreneurs in South Africa, and other 
developing countries. This investigation brought about a distinct correlation between 
the status of street vending in South Africa and Bangkok, Thailand, with the authorities 
changing from allowing street vending, to regulating the trade, and ultimately 
harrassing the vendors (Batréau & Bonnet, 2016). Street vending has further proved 
to be pervasive in urban history of developing countries (Batréau & Bonnet, 2016). 
The majority of street vendors are locals in their country, and primarily comprise 
women who have migrated from rural areas to urban areas, in search of a better living 
(Batréau & Bonnet, 2016). The majority of the street vending opertions are illegal, yet 
they are tolerated and protected by local authorities, while lacking official institutional 
support (Batréau & Bonnet, 2016). There are registered and unregistered vendors in 
Bangkok, with the registered vendors being allowed to have permanent positions, 
while unregistered vendors are harrased by the local authorities, but not shut down 
(Batréau & Bonnet, 2016). This harassment is conducted in an effort to get the vendors 
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regulated, forcing the vendors to remain mobile, and reducing their ability to make 
more money in an attempt to incentivise them to register their businesses (Batréau & 
Bonnet, 2016). Having a secure and fixed position provides the requisite condition for 
improving earnings, while being mobile reduces the ability to make more money 
(Bromley, 2000). 
Kawarazuka, Béné, and Prain (2017) note that in Hanoi, Vietnam, the informal street 
vending market comprises over 12 000 street vendors. Kawarazuka et al. (2017) 
confirm that the majority of street vendors in this sector are female, and represent 
underdevelopment, which is of concern to local authorities (Kawarazuka et al., 
2017). Furthermore, in Vietnam, women have an assigned sociocultural role of a 
supportive caregiver, and are expected to be subservient to all men (Kawarazuka et 
al., 2017). Street vending is thus not regarded as a legitimate means of income, and 
as it represents a lower level activity, it was assigned to women to operate, ultimately 
marginalising them (Kawarazuka et al., 2017). In addition, women are not allowed to 
own any assets, but are able to negotiate loans with men (Kawarazuka et al., 2017).  
 
2.5 The Informal Sector in the United States of America 
Graaff and Ha (2015) explore the global similarities in street vending, demonstrating 
through case studies that informal street vending takes place in cities, even in the 
northern hemisphere, which would be regarded as developed, as well as within the 
countries in the southern hemisphere, although the reasons for vending are different 
(Graaf & Ha, 2015).  
The case studies presented by Graaff and Ha (2015) included focused analyses of 
vending in New York City, Mexico City, Berlin, Los Angeles, Dhaka, and Calcutta, and 
Graaf and Ha (2015) drew parallels between the regions. The informal sector was 
regarded in all the aforementioned regions as being backward, unsustainable, and 
unregulated – however, in developing countries, the informal sector is regarded as 
temporary, as though this sector would disappear once the countries developed, and 
the participants in the informal sector would migrate to the formal sector (Graaf & Ha, 
2015).  
Therefore, it may be argued that these studies indicate an association between street 
vending and the informal sector, and thus informal labour, with the aim of providing 
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opportunities to rise above poverty and improve living standards (Graaf & Ha, 2015). 
The common thread between the identified regions is the lack of government support, 
and, in most cases, the hindrance of street vending by local authorities (Graaf & Ha, 
2015).  
Agyeman, Matthews and Sobel (2017) undertook a study focusing on Latino street 
vendors, represented by Mexican and Central American businesswomen, and indicate 
that these vendors found success by marketing and selling products that reminded 
their “customers of who they are” and “reminded them of home” that these traditional 
meals were able to create. These women are reported to have carefully considered 
this methodology, and deliberately selected culturally relevant and appropriate meals, 
based on their target population of potential customers (Lemon, 2016:104). 
It is important to investigate whether there is a similar niche opportunity in the South 
African context in terms of culturally appropriate meals appealing to certain groups. 
This may be a possible condition for success for South African street vendors.  
Agyeman et al. (2017) highlight that the street vendors in the United States and 
Canada differ markedly from the street vendors of emerging cities. Street food vendors 
in developed countries take two forms – firstly, in the traditional sense of mobile food 
vehicles providing meals to construction sites, selling fruit and vegetables and 
regarded by the community as a nuisance, requiring removal by the authorities 
(Agyeman et al., 2017), and secondly, trendy, affluent street vendors regarded by 
United States' politicians as “models of small business innovations” (Agyeman et al., 
2017:47). It is argued that the struggle in developed countries is less about poverty 
alleviation, and more about regulation, street occupancy, and issues around minority 
migrant groups in terms of their status and local social acceptance (Agyeman et al., 
2017).  
 
2.6 Conclusion 
This literature highlights that there are various similarities in the conditions that exist 
between the street vendors in South Africa, other parts of Africa, Asia, and the United 
States of America, characterised by the prevalence of women in these businesses, 
the lack of governmental support, but also the positive socioeconomic role these 
women play in provision of traditional, comforting, affordable meals (Agyeman et al., 
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2017). Besides the developed regions of the USA and Europe, where food vending 
has become fashionable, in all the other identified countries, street vending is taken 
on as a means out of poverty, regarded as survivalist, and not sustainable, however it 
is consistently pursued by women desperate to generate an income. 
Based on this literature review, this study engages in a case study analysis of a female 
entrepreneur in an industrial area in Gauteng, who demonstrates that it is possible to 
remain in one position for more than a year, to provide traditional meals to more than 
100 factory workers per day, and to earn a stable income.  
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CHAPTER 3: RESEARCH DESIGN AND METHODOLOGY 
 
3.1 Introduction 
The aim of this study is to establish how an African female entrepreneur has been able 
to start, and maintain a successful food vending business, providing meals to factory 
workers from one location, for more than one year, despite the high failure rate of 
informal businesses owned by African women, due to the historical, cultural, 
economic, and logistical challenges. This is accomplished through an in-depth review 
of three cases, in which semi-structured interviews are carried out to gather 
information regarding the experience of the entrepreneurs, as well of their strategies 
implemented to meet the established success conditions.  
This data is collected and analysed through a thematic analysis and triangulation 
(Maree, 2014) to trace the conditions and influences leading to the vendors’ current 
positions, in all three cases. Data is also be gathered from a focus group of the 
vendors’ customer bases, as well as the companies involved, whose staff form a 
majority portion of the vendors’ customers.  
 
3.2 Research Design Overview 
The research design provides a general overview of how the research questions 
identified in Chapter 1 will be answered, and it further operationalises the procedures 
and reasoning that will lead to a logical, meaningful research study, which will fulfil the 
requirements necessary for peer acceptance and make a practical difference in 
applicability in the field (Saunders et al., 2015). 
According to Maree (2014) the framework for qualitative research is underpinned by 
basic concepts which help to identify the ontological and epistemological framework 
for the phenomenological experience of the individuals being investigated. In this 
context, ontology refers to the subjective experience of reality of the individuals 
involved, and the study’s epistemology refers to the interpretative process which 
encompasses the relationship that exists between the “knower and the known”. Maree 
(2014:48) explains that the qualitative and interpretivist paradigms based on these 
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concepts determine how people view the world, and how these views form coherent 
life narratives.  
Saunders et al. (2015) identifies possible research design choices for this paradigm, 
and these are presented below in Figure 3.1:  
 
Figure 3.1: Paradigmatic Research Design Choices 
Source: Saunders et al. (2015) 
 
For this study, case study analyses provide an appropriate research design, based on 
the rationale that the data collection strategy is comprehensive, and it allows for the 
identification of specific factors experienced by the individuals in question, highlighting 
the experiential factors which contribute to success conditions for female 
entrepreneurs in the informal food sector. The data gathered from the case study 
analyses may be compared to data reported in a literature study, in order to identify 
salient and pervasive themes in the field. This study further contrasts three cases, to 
investigate a particular success condition, namely that of culturally appropriate 
“comfort food”.  
Based on the experiential nature of the cases chosen for this study, the research 
approach best suited for this research is inductive. The inductive approach comprises 
new data collection and analysis while building on previous research (Saunders et al., 
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2015). This is compared to deductive approach which is associated with analysing a 
theory that already exists (Saunders et al., 2015). 
This study’s foundational philosophical paradigm is that of pragmatism. This paradigm 
focuses on creating an in-depth understanding of the individuals being studied, in 
order to garner insight into challenges in order to provide practical solutions to 
identified problems. Saunders et al. (2015) notes that this is a qualitative, subjective 
approach which may limit data generalisability, but provides a rich and deep 
understanding of the topic at hand.  
The methodological approach identified for this research is the mono-method 
qualitative approach in which semi-structured interviews will be used to collect data 
(Saunders et al., 2015). The entrepreneurs, workers, and company representatives 
will be interviewed, using a set of pre-planned questions in order to establish first-hand 
how and why this business has succeeded while many others have failed, based on 
the identification of common themes and patterns. This ultimately contributes to 
pragmatism, described by Greene and Hall (2010:180) as “providing contributions to 
workable solutions to important problems”, which is the aim of this study. 
According to Van Zyl (2014), time scales can be longitudinal or cross sectional. A 
longitudinal time scale requires investigation of one group over an extended period, 
while a cross sectional time scale is a snapshot carried out at a single point in time. 
When collecting the data through the interviews, the cross-sectional timeframe 
applies, in that it reflects rich detail of the elements creating success in the business 
venture, at a single point in time (Van Zyl, 2014).  
This study is designed to identify the conditions influencing the success of an African 
female-owned food vending business in the informal business sector, despite the 
hindering factors which have been established by the existing research in the field, 
including the studies by Witbooi and Ukpere (2011) and Hill (2016). This design 
comprises a literature study, as presented in Chapter 2, a primary case study analysis, 
and a cross-case comparison, presented in this chapter.  
The first case to be analysed concerns an African female entrepreneur, who has been 
operating a successful business in the informal food sector in Ekurhuleni, Gauteng, 
providing daily meals to a group of factory workers, in the place of a recognised 
catering company. In this case, the resultant relationships provide benefits to the 
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entrepreneur, the workers, and the company management. Another case from 
Centurion, Pretoria, Gauteng may be used to compare the success factors, to provide 
further insight into these conditions which drive the success of the business. In this 
case, a formal catering company is under pressure to remain in the same location and 
provide a return on investment in order for it to survive, resulting from conditions that 
exist between the caterers employed by a company, the workers, and the relationship 
between the workers and management. 
These cases are comparable because of the nature of the environment in which the 
entrepreneurs operate, in terms of the informal food sector, the location of the 
business, and the success condition of earning an income above survivalist levels. For 
a complete and holistic analysis, this study endeavours to analyse an additional case 
form a different context, based on business opportunities and potential hindrances in 
terms of a developed country’s economy, in order to ascertain the salience and 
pervasiveness of success and hindering conditions in the food sector in general. 
This additional case is taken from the construction industry in Florida, in the United 
States of America, in which data is collected about a Mexican mobile truck food 
provider, who offers daily meals to workers on construction sites. This case highlights 
the provision of culturally recognisable comfort food, and this study investigates this 
concept as an underlying success factor.  
 
3.3 Research Methodology 
The appropriate research methodology for this study is an explanatory case study 
approach (Blatter & Haverland, 2012), as it allows for the identification of success 
factors for African female-owned food vending ventures in the informal sector, amidst 
the established challenges in the industry.  
Blatter and Haverland (2012:11) highlight the following three approaches to 
explanatory case studies: 
1. the co-variational approach (COV); 
The study focusses on finding out whether some factor results in change.  
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This approach does not apply in this case. It is not known what specific factor has 
resulted in the success of the woman’s business which goes against the known 
success rate and challenges.  
2. congruence analysis (CON); 
This approach favours selecting a few relevant cases and comparing them against 
some expected outcomes.  
This approach is not applicable to this study, as there are insufficient measurable 
successful outcomes extant in the literature. However, this study may be used as a 
basis for a congruence analysis for future research in this field. 
3. causal-process tracing (CPT); 
This approach directs the research to understand the pre-conditions that are 
specifically required that will lead to success. This approach involves identifying the 
various causes that result in the outcome.  
This approach is relevant to the study, because, in this study, it is important to select 
at least one case that would most likely present the information that would provide the 
reasons as to how and why this particular female-owned business venture is 
successful. 
The additional two cases chosen for comparison to the successful case do not have 
the same outcome as the successful case. However, using these cases for a 
contrastive analysis allows for the testing of the relevance of the factors in the first 
case. The additional cases become pertinent to the study upon the completion of the 
study’s causal inference using process tracing (incorporating the Millian method of 
agreement and difference), as the additional cases are used to conduct a cross case 
analysis to compare the conditions and influences against those of the successful 
female entrepreneur (Mahoney & Thelen, 2015). 
The individuals and groups in this case study have been specifically selected, as a 
purposive sample (Saunders et al., 2015), due to their intimate knowledge of the 
challenges, success factors and pre-conditions that influence the success of this 
particular entrepreneur. 
In tracing the factors surrounding the success of the female entrepreneur’s success in 
the face of established challenges, this study explores her business, financial, and 
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socio-cultural environments, in which her customers, their company, and some 
competition. These environments are also explored in the other two cases with 
different outcomes, to support the relevance of the identified factors and conditions. 
Care is taken in ensuring that cultural, language, and other necessary protocols are 
followed not to undermine the trust that needs to exist with the female entrepreneurs, 
as well as the workers, in the various cases. Interviewers are fluent in the vernacular 
of the interviewees, to ensure that accurate answers are obtained, and transcribed. 
Detailed notes are to be kept on the answers to the open-ended questions from the 
interviews and are to be transcribed verbatim.  
Interviews are to be conducted with the Small Enterprise Development Agency 
(SEDA) to further understand the challenges and possible opportunities, as well as to 
verify the potential procedures identified by Hill, (2016) to support additions to this 
framework. 
 
3.4 Data Collection 
The data was gathered through semi-structured interviews with the successful 
entrepreneur and a group of workers who represent a cross section from the factory. 
The company’s Human Resources manager and the Project Manager, responsible for 
the provision of in-house catering, were also interviewed in order to establish how and 
why this female entrepreneur has been successful in providing a food service to the 
company’s employees, and what pre-conditions contribute to her success.  
Semi-structured interviews were chosen for data collection, because they allow 
respondents to report on their subjective experience in their own words (Harrell & 
Bradley, 2009), allowing for an exploration of themes and patterns within the 
phenomenological experiences of each individual, which may then be triangulated for 
crystallisation (Maree, 2014). The semi-structured, open-ended interview allows for 
the respondent to address queries built into to semantics of the questions (Harrell & 
Bradley, 2009), without being bound by strict structure which may eliminate the 
reporting of subjective experience beyond categorisation or rating of an experience 
(Harrell & Bradley, 2009). 
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The data gathered provides insight into the success factors, the specific challenges 
that are faced, as well as the effect of the challenges that the literature identifies as 
inhibiting female entrepreneurs. An interview was conducted with the business owner 
to understand more about the business owner’s personal context. However, care was 
taken when asking questions not to ask too many questions which may be justified in 
terms of “why”, because these questions may have been regarded as threatening 
(Maree, 2014:87). All the questions were asked in an open-ended manner, to allow 
the business owner to provide as much detail as possible, and then questioned again 
to check the detail. 
The purpose of the interview was to establish the business owner’s background, the 
business owner’s history, level of education, and business acumen. This would 
establish how the business owner conducts daily business. The interview indicated 
how it has been possible for this business owner to conduct business, at the same 
location, for four years; and how this business has impacted her level of income. This 
interview was intended to provide insight into whether this informal business provides 
a way out of poverty, and whether it provided and maintains sufficient financial reward 
for the conditions to be replicated and transferred. 
 
3.5 Case Study 1: The Successful African Female Entrepreneur 
3.5.1 The Business Owner 
The interview was conducted in the presence of a black, South African woman, who 
assisted in ensuring that the business owner was comfortable talking to a white South 
African man about personal areas of life and business. The research assistant is of 
similar age to the interviewee, educated to her second year of a bachelor’s degree, 
working in the formal corporate environment. The research assistant has a general 
interest in the informal food sector, an understanding of the traditional African life, and 
had no position on whether African women in the informal food sector provided a way 
out of poverty. 
The purpose of the research was explained, including the interviewee’s right to 
confidentiality and her anonymity in the submission of this dissertation and the 
publication of articles. There was neither promise nor expectation of any financial gain 
for the business owner or the researcher. The business owner was provided with the 
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details willingly, without any fear, and understood that withdrawing at any time, without 
prejudice, was the basis of the permission being granted. The business owner was 
fluent in English and it was agreed that this would be the language used during the 
interview. At no time were any parts of the discussion ambiguous or unclear. 
The business owner is a black, South African woman. She is widowed, aged in the 
late forties, with adult children that are no longer dependent on her, but who do not 
provide her with any assistance or support. Her street vending business is her only 
source of income. The business was established in 2015 and has remained in the 
same location for four years. 
The business owner does not have any tertiary, or formal business education and did 
not complete her secondary, or high school education, choosing to enter the informal 
trade from fourteen years of age. The business owner stated that she is proud of the 
entrepreneurial skills that she developed over the years and believes this to provide 
her with a competitive advantage. She noted that she demonstrated an entrepreneurial 
spirit from an early age through buying and selling sweets at school. 
The skills required to establish and maintain her business, developed from trial-and-
error, built on her self-identified entrepreneurial spirit, and an “appetite for risk” 
(referred to as risk orientation hereto forth). It was not possible to determine whether 
this risk orientation is common to individuals who may be trapped in poverty, but it may 
be posited that risk orientation, coupled the willingness to embrace an entrepreneurial 
spirit may contribute to the success of the individual in this context.  
The business commented on the strength of her relationships with her mother and 
maternal grandmother. From the age of twelve the business owner was expected to 
take part in meal preparation, and later in providing traditional meals for the family. 
The meals provided were simple, hearty, and had become “traditional” more from long 
term financial constraints, resulting from the historical legacy of the country, rather 
than by choice. The meals, had over time, provided comfort as well as sustenance, 
and the business owner had learnt how these meals should be prepared. This skill 
provided the business owner with a method to enter the informal food market, with a 
product that had a specific niche, which was not easily imitated by the food provider in 
the formal sector. 
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3.5.2 The Informal Business 
The informal food provision business began with the business owner identifying a 
potential market, when a new business park was being developed in an industrial area 
in the East of Johannesburg, Gauteng. There were several warehouses being built, 
with a few hundred contractors on site, with no food outlets or catering services. 
The business owner began her entrepreneurial venture by selling traditional, deep-
fried doughnuts, known as magwinya, to the construction workers in the mornings, as 
a breakfast option. Finances allowed for these to be sold out of the equivalent of a 5ℓ 
plastic container. The magwinya were prepared at her home and then transported to 
site each morning, with the day beginning at 04h00 and concluding when the stock 
was sold.  
The informal food business expanded with increased magwinya being provided, and 
the equivalent of a 25ℓ container became the new daily sales volume, representing an 
increase of five times the initial sales. The margins are small but provide for the 
opportunity to save for future growth. At the same time, the business owner decided 
to prepare the magwinya on-site, providing a freshness that led to the increased 
demand. The business owner regarded this flexibility as a source of competitive 
advantage at that time, and when the business developed further, at a later stage.  
The strategy of preparing only what the business owner is prepared to sell, or risk, 
provides a fundamental condition of the perceived success of the informal business 
and will be highlighted throughout this case study. Limiting sales to only what the 
business owner can afford, provides the opportunity for further investigation for 
possible commercial expansion, by incubators or joint venture partners. 
After providing this service for two years the business owner had been able to retain 
enough earnings from the “survivalist” magwinya business to expand further. The 
construction of the office complex and warehouse complexes was completed, and the 
construction workers left, while permanent occupants moved in. The business owner 
identified this as an opportunity to expand, and to take a risk by acquiring a food 
caravan, a licence, and she invested in providing a static food provision service to the 
office and warehouse workers in the vicinity. 
The business owner purchased a used food caravan, obtained a food vendor licence, 
and set up the business on the sidewalk, opposite several well-known South African 
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companies, at the beginning of 2017. The sidewalk informal business consisted of the 
caravan, with a serving hatch, equipment to prepare and store food for a short period, 
six outdoor chairs and tables, and a portable braai for cooking. 
The food provided was simple and hearty, described by the business owner as 
traditional, and made in many African family homes around the country, for many years 
by mothers and grandmothers. Having prepared these meals during her early 
adulthood, the business owner believed that she had the requisite knowledge and 
experience to provide more substantial meals to potential customers from the nearby 
factories. The business owner believed that a traditional meal at a reasonable price 
would provide a value proposition that was both affordable and comfortable for her 
customers, while providing a profitable business above the survivalist levels of the 
earlier business venture. 
The business owner decided to provide between 20 and 30 meals per day, as this was 
an initially acceptable risk. She has increased this to the current volumes of 45 to 50 
meals per day. The possibility of increasing this to a few hundred was acknowledged 
by the business owner, but this would require additional resources, and it would 
increase the risk and dilute the personal attention that she is able to provide throughout 
the process. The meals are prepared on an open fire outside the caravan, on the 
sidewalk where the caravan is located. 
Her personal attention to detail provides a competitive advantage; and the business 
owner acknowledges that it maintains the loyalty of her regular group of customers. It 
also highlights her personal attention to specific individual needs and tastes. The 
business owner believes that this is an advantage that formal catering companies 
cannot provide, and that this is the reason that the informal business had continued 
for so long, despite various formal catering companies providing services in the area. 
The business owner is aware of competitors in the area, but there is an unwritten rule 
not to encroach too closely. The business owner is confident that the personal 
attention to detail provided enough reason for her customers to return. This personal 
attention includes allowing the customers to purchase meals on credit in the last week 
of the month, approaching payday. While this increases the risk for the business 
owner, there had not been one default during the period of the business, but it did 
place pressure on cash flow.  
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Despite having a permit to provide food from the caravan, the business owner notes 
that she is often harassed by local municipal and government authorities. This usually 
pertains to the making of the fire, even though it is contained in the portable fireplace. 
The harassment has not resulted in any fine or prevention of the business being 
continued, and the provision of a meal usually resolves the issue. There had been 
instances in the past, but not for more than a year, when the provisions were 
confiscated. These interferences by the local authorities are reportedly not targeted or 
consistent, and indicate a more personal agenda than law enforcement. 
Additional finance during this time would provide relief but no banks provide this 
service in the informal sector. In the event of cash pressures being too high, the 
business owner would provide fewer meals. Missing out on the opportunity to sell more 
in the short term was the price of providing this service, but this strategy allowed her 
to retain her customer base. 
The business owner confirms that being given access to more money, the business 
could grow, and she believes a second caravan would still be within her managing 
capabilities, but that this would increase the risk of conducting business. It would 
require increased effort on her part and the introduction of a like-minded and 
trustworthy partner, as well as access to some funding. There is potential to increase 
the size of the business, but the business owner felt that this niche service could not 
be easily replaced by a catering company. A notable disadvantage of all the intellectual 
property residing with the business owner is that there is pressure to work every 
working day, in order to satisfy the customers, as well as to take advantage of money-
making opportunities. 
The competitive advantage the business owner trades off is the personal attention that 
she provides, and it is noted that growing beyond an optimal size would dilute this 
advantage. The niche is specific, not easily imitated, and the customer base loyal to 
the business owner, resulting from the nature of the meals, personalised service, as 
well as a fundamental social need to support a previously disadvantaged 
countrywoman. 
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3.5.3 Customers 
In an interview with the Human Resources Manager of a multinational business 
located near the informal business, the needs and behaviours of the workers were 
discussed, thus allowing for the identification of the conditions that impacted on the 
success of the informal business. Several social behaviours create a complex 
environment which influence the continued need for the services of the informal trader. 
These conditions are detailed below, and include the type of food provided, the age 
groups within the workforce, the sex of the workers, varying financial pressures of the 
workers, and the presence, or lack thereof, of employer-provided canteen services. 
The type of food provided by the informal business is simple and comprises stiff maize 
porridge (pap), with a choice of beef, chicken, or pork served in gravy. (The long-term 
health issues of this meal are not considered for the purposes of this research. These 
could form the basis for a further longitudinal study; however, these meals have been 
provided and consumed for numerous years and were the chosen output of the 
informal trader and business being considered). 
The type of food provided by the informal business is described as comfort food, 
hearty, and providing energy to perform the manual tasks in the warehouse throughout 
the day. This meal is usually the main meal of the day and provides the sustenance 
required for energy exertion by workers. There is an element of trust in these meals to 
provide this sustenance, and when compared with the price, the value in terms of 
comfort, feeling satisfied, and cost renders these meals the preferred choice above 
any other on offer.  
There is a social element present in this context, with the younger generation – 
individuals under 40, as well female workers, highlighting a novel dynamic with the 
business owner.  
Social media and advertising may be argued to create the desire for modern men and 
women to follow market stereotypes, placing pressure on them to look and act in 
certain ways (Strubel, Petrie, & Pookulangara, 2018). Eating daily meals at the 
informal food vendor was not seen in the same light as eating meals from the company 
canteen, despite the possible price disparity that the fixed costs of providing a full 
catering service has on meal prices provided by the company canteens. There are 
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distinct groups of workers who would purchase the food from the informal business, 
and they fall into the following categories: 
 
Table 3.1: Customer Categories 
            
WORKERS USING INFORMAL FOOD TRADER      
         
  USE OF THE INFORMAL TRADER FOR DAILY MEALS   
GROUPS MEN MEN  WOMEN  WOMEN   
  OVER 40 YRS UNDER 40 YRS OVER 40 YRS UNDER 40 YRS   
ALWAYS  YES NO NO NO   
SOMETIMES NO YES NO NO   
GOING ON LEAVE/FAMILY  YES YES YES YES   
SECOND HALF OF THE MONTH  YES YES YES YES   
EMPLOYER CANTEEN PROVIDED NO YES YES YES  
Source: Author’s own 
The group of workers may be broadly categorised as currently aged over or under 40 
years of age. While this is not a definitive exercise with surveys being carried out, there 
was agreement between the Human Resources Manager, the shop stewards, and the 
business owner, that these categories fairly represent the categories depicted in the 
table above. 
 
Older men: always used the informal trader for meals, especially when saving 
prior to going on leave, and preferred the informal trader to any 
canteen offering.  
unphased by perceived healthier canteen offering, and wanted 
perceived heartier comfort meals found at the informal trader. 
Younger men:  sometimes used the informal food trader for meals, especially 
when saving prior to going on leave, more so in the second half 
of the month when finances were under pressure.  
would use the canteen when finances allowed.  
more concerned with perceived healthier canteen offering. 
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Older women:  rarely used the informal trader for meals and almost always 
preferred the canteen offering. This was mainly due to pressures 
to look better and embrace a perceived healthier lifestyle.  
would use the informal trader for daily meals in the second half of 
the month when experiencing financial pressures or planning a 
holiday. 
Younger women:  would choose the canteen meals over the informal trader 
traditional meals.  
more concerned with appearing modern than traditional.  
when faced with financial pressures, the younger women would 
mostly go without a meal during the day, rather than use the 
informal trader.  
this group placed pressure on the company to provide a canteen 
meal more than any other group. 
 
3.5.4 The Business Environment  
In order to obtain a deeper understanding of the conditions in which the informal 
business is conducted, an opportunity arose to observe the presentation of the tender 
requirements for a proposed full, in-house canteen offering for one of the businesses 
in the area where the informal business traded.  
At this presentation, the principle (company) presented the requirements for the in-
house canteen services to the potential service providers. The presentation included 
a question and answer session. Attendees included eight bidding catering companies, 
representatives of the company procurement department, as well as members of the 
Human Resource department. The bidding companies registered in the formal 
business sector. 
The scope of the tender included providing meals throughout the company’s working 
hours for approximately 195 per shift, with three shifts rotating in a day; thus totalling 
585 possible meals at three different sites, served Monday to Saturday, as well as 
Sunday lunch, for a period of two years. Discussions with these companies could be 
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part of some future efforts if any collaboration or incubation for informal traders was to 
be considered. 
The requirements of the company were explained in detail and included the menu that 
was required, with significant emphasis placed on the transparency and governance 
surrounding the process of meal preparation and service delivery. The process is 
formal, and structured, and confidentiality is paramount, while a due diligence process 
would be carried out for all bidders. The conditions to be considered as part of the 
adjudication process were stringent in terms of experience in providing these services, 
financial strength, and the disciplines involved in the process.  
The conditions under which the catering services would be provided are rigid and 
include conditions to prevent the company from being exposed to any risks in terms 
of legal and health issues. The catering companies would be expected to provide 
guarantees, warranties, and public liability cover. These would be prohibitive for any 
informal trader to provide these services on a formal basis. Payment terms to the 
successful catering company from the principle company would be on 45 days from 
monthly statement. Increases would not be permitted to exceed the annual prevailing 
consumer price index. 
The discussions around the menu were detailed but seemed to exclude the workers, 
being suggested by the catering companies based on their previous experiences, with 
some input from the company management. The menus discussed catering for many 
different tastes, including religious requirements, favouring modern healthier options, 
but did include a meal of the day. This was a more basic option, but still attempted to 
cater for a broader taste rather than a specific traditional taste, as was the case with 
the informal trader. 
A concession by all the parties involved is that the relationship between the on-duty 
catering manager and the customers, as well as between the catering company and 
the principle, is fundamental to ensuring the success of the catering service. This role 
had already been identified by the business owner as a competitive advantage for the 
provision of the informal service, and this advantage was also noticed by the catering 
companies participating in the tender. 
There is a fundamental difference in the relationships between the informal business 
and the formal catering business. In the formal business sector, the relationship exists 
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primarily between the catering company and their client, or the principle, with a 
subordinate relationship with the actual consumer. In the case of the informal business 
sector, there was a direct relationship between the business and the consumer. The 
principle, while providing a catering service for its staff, does not interact directly and 
is reliant on the catering company for harmony and a happy workforce. This requires 
close attention and could provide a point of conflict and disharmony, and is not as 
easily resolved as in the informal business case. 
From the observation of the makeup of the catering companies tendering for the 
catering services, it showed that some of the catering companies were subsidiaries of 
foreign-based holding companies. The lack of local ownership of these catering 
companies does not seem to provide any disadvantage to the procuring companies. 
In addition, the multinationals provide their own hyper norms for service levels, health, 
and legal requirements that render entry and service provision to these companies for 
informal traders difficult. The support of the local workforce plays a significant role in 
the support for informal trade, despite these hyper norms. This is an area for further 
exploration in terms of how the informal and formal traders can work together, 
providing a complimentary service, increasing the customer value proposition, while 
mutually co-existing within their niches. 
 
3.6 Case Study 2: The Formal Catering Business Venture 
Case Study 2 differs from Case Study 1 in that it examines the conditions in which a 
formal catering service provided by a registered business to a multinational company. 
The catering business representative and the company representative were 
interviewed using flexible open-ended interviews, in order to gather further data serves 
as a contrastive basis for Case Study 1. This is a relevant element of the casual- 
process tracking (CPT) described by Blatter and Haverland (2012). 
In this case study, an investigation was undertaken into a formal catering company, 
providing full catering facilities to a multinational company. The purpose of including 
this case is to identify the similarities and differences in the way the services are 
provided. This includes the conditions in which the catering company operates, 
whether these conditions create or influence the conditions leading to the success of 
the African female-owned informal business.  
41 
 
3.6.1 The Business Owner 
The business is a private company, in the formal sector. It was formed in 2010 with 
the intention of bringing five-star excellence to staff catering. The company began with 
a single contract and approximately 40 staff members, to currently handling multiple 
contracts and over 300 staff members. The company mission includes striving to 
provide affordable, convenient, and quality food service solutions, through excellent 
service that is tailored to each client. 
The business operates and publishes its core values which include honesty, integrity, 
passion, respect, ethics, compliance, making the most of industry improvements for 
the benefit of the client, with personal service as one of its key elements. In this 
relationship, the customer is the corporate company providing the service to its staff. 
The end user (staff member) is a direct recipient of the service, which is a service 
designed by the employer, with the catering company, to satisfy the diverse tastes, the 
social and cultural requirements, as well as catering to all the income levels in the 
company. 
The purpose of the research was explained, including the interviewee’s right to 
confidentiality and her anonymity in the submission of this dissertation and the 
publication of articles. There was neither promise nor expectation of any financial gain 
for the business owner or the researcher. The business owner was provided with the 
details willingly, without any fear, and understood that withdrawing at any time, without 
prejudice, was the basis of the permission being granted. The business owner was 
fluent in English and it was agreed that this would be the language used during the 
interview. At no time were any parts of the discussion ambiguous or unclear. 
The formal business is held to the highest levels in terms legal, health, environmental, 
and operational requirements with food testing occurring regularly throughout the day, 
requirements for public liability cover, and sound personal interactions with the client’s 
staff. The business needs to provide a variety of meals per day as well as a new daily 
variety and cater for 400 meals per day. The provision of the service also includes the 
specific requirement of best environmental practices regarding disposal and recycling, 
and plastic and plate disposal forms part of the green initiative (Martin-Rios, Demen-
Meier, & Gössling, 2018). 
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The staff employed by the formal catering company are required to undergo medical 
and criminal checks, and a full complement of meals needs to be provided throughout 
the duration of the service. The meals requiring preparation and being made available 
every day include the following: a budget meal, a Western meal, a meal of the day, 
various breads, hamburgers, and health food options. These selections are requested 
by the client and are made available to the workers. The budget meal is not provided 
as a competitive offering to mitigate the presence of informal traders, but in recognition 
of financial stress for lower-level earners. 
Customer surveys are conducted regarding satisfaction with the menus, service, and 
interaction with the catering staff. These are used by the catering staff to determine 
the service and satisfaction levels of the customers, from which they will make the 
necessary adjustments. This usually includes input from the client, with dissatisfaction 
and incidents being investigated and remedied. The sophistication of the service 
offering requested by the client affects the cost of the meals, and in some instances, 
require subsidisation by the client. 
The catering company providing this service have a restaurant-trained chef as the 
head of the on-site catering team, with an additional eight staff members in the kitchen. 
The menus are prepared based on the catering company’s staff experience in terms 
of what they perceive will make the clients staff happy, with little consultation with the 
customers. These are varied daily in the categories identified above were possible, 
substituting red and white meat, and vegetarian offerings. 
When asked about competition from informal traders, the interviewee, responded that 
he felt that her competition was not found in the informal traders, but in meals brought 
from home. Meals brought from home meant potential customers were using their 
disposable income in a different market, and this was lost by the food trade. He 
believes that the informal traders catered for a different niche market in which he could 
not compete and is happy to exist alongside the informal traders. 
The question of incubating, partnerships, and complimentary offerings highlighted 
avenues for exploration, as there is a serious interest in aiding in purchasing, 
financing, and mentoring of informal food traders. A key role player in the management 
team is an African woman, and former informal trader, and there is an openness for 
social involvement with informal traders. 
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3.6.2 Customers 
The customers are provided with a diverse offering of meals, from simple to restaurant 
quality speciality meals, which are considered to provide for all tastes. These meals 
are subsidised and served in a restaurant-quality canteen believed by the employer to 
be a world-class service commensurate with their leadership in the industry. 
The customers are able to experience a variety of high-quality meals, and high-quality 
service in accordance with higher LSM brackets that they filled. Budget meals are 
included on the menu to cater for lower-income staff, but no traditional meals are 
provided. This is in direct juxtaposition to the informal trader, and at the high end of 
the food trade, indicating conditions that are prohibitive to any informal trader. These 
conditions exist, however, and contribute to the conditions under which the informal 
trader operates. 
 
3.6.3 The Business Environment 
As a formal business, the company needs to comply with all the requirements of the 
Companies Act, generally accepted accounting practice, compliance and governance 
standards, as well as public and social norms. The company is required to provide a 
return on investment for the shareholders, retain income for possible growth, to take 
advantage of opportunities, mitigate risks, and remain competitive. The company staff 
require skills to provide this service, and it requires working capital to operate. The 
company requires a value offering to encourage and maintain customer loyalty.  
All of the aforementioned business practices and requirements are necessary to 
ensure a successful and ongoing business, most of which require formal training and 
experience in order to compete in the formal food sector environment. This bears a 
distinct similarity to all the requirements that need to exist for the informal trader to 
maintain a successful business, while informal and untrained, are fundamental to 
informal business success.  
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3.7 Case Study 3: An Informal Food Truck in the United States of America  
Case Study 3 was conducted to investigate the incidence of global informal food 
vending practices, and focuses on a case in Delray Beach, Florida, USA where a 
successful Hispanic entrepreneur is providing meals to construction site workers. This 
case is similar to Case Study 1 in that culturally relevant meals are being provided. 
These meals are referred to as “comfort food” for the purpose of this study, which was 
identified by Hill (2016) as being the best seller of the various food options provided 
by street vendors in Cape Town.  
The data gathered from the open-ended interviews provide detail into the success 
factors of providing street food, based on the premise that comfort food is a pre-
condition to the successful business venture in Case Study 1. 
This case study was selected to explore whether providing traditional or comfort food 
is a condition leading to the success of the African female-owned informal business. 
The informal trader that was selected owns a successful Mexican food truck, and 
operates in Delray Beach, Florida. This trader has been operating for four years, 
providing traditional meals to a niche market. 
There are numerous differences in the conditions in which Case Study 1 and Case 
Study 3’s businesses operate. These differences include the basic differences 
between the countries of operation, South Africa and the United States of America, as 
well as the differences in the political, economic, social, and legal environments each 
vendor faces. In Case Study 3, this business is family-owned business, with a man 
owning the business with his wife and a younger partner, as opposed to the African 
female-owned informal business. In Case Study 3, the business is also a mobile food 
truck that needed to move from site to site in order to explore opportunities. This has 
been regarded in previous studies as a hinderance to the viability of this type of 
business (Bromley, 2000). It is necessary to explore this factor to determine the effect 
on the success of this business, and the informal business in Case Study 1. 
In exploring Case Study 3, it is anticipated to garner an understanding of the global 
success conditions in the informal food sector, especially in terms of an informal 
entrepreneurial endeavour to provide comfort food meals to a niche market. 
There are several similarities that warrant a comparison between Case Study 1 and 
Case Study3, in terms of the drivers of the informal business success, centred upon 
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business strategy, financial skills, entrepreneurship, business activities, the comfort or 
traditional food niche, competition, as well as social, legal, and health conditions. 
 
3.7.1 The Business Owners 
The purpose of the research was explained, including the interviewees’ right to 
confidentiality and her anonymity in the submission of this dissertation and the 
publication of articles. There was neither promise nor expectation of any financial gain 
for the business owners or the researcher. The business owners were provided with 
the details willingly, without any fear, and understood that withdrawing at any time, 
without prejudice, was the basis of the permission being granted. The business owners 
were fluent in English and it was agreed that this would be the language used during 
the interview. At no time were any parts of the discussion ambiguous or unclear. 
Two Mexican men share this mobile food truck business, a family man with a wife and 
small children, and a younger unmarried man. Both men are sons of Mexicans who 
immigrated to the United States of America. They have owned and operated this food 
truck business for four years. They have lived in Florida their entire lives. Both 
business owners completed their secondary education and had no interest in tertiary 
education, the younger of the two becoming a cook in small Mexican food restaurants 
for eight years, the older partner deciding to follow his entrepreneurial instincts that he 
had been developing from in his teenage years. 
 
3.7.2 The Informal Business 
The food truck business evolved from other entrepreneurial buying and selling 
businesses from which the older partner was able to save his earnings. The younger 
partner brought his cooking experience to the business, and this led to them making 
the “all-in” purchase of a food truck, which was not in a good condition. After the first 
three years of operation, they were able to refurbish the food truck from accumulated 
earnings, improving the internal fittings and cooking appliances.  
The owners have decided on providing the food services from the same position for 
four years, developing and maintaining the same customers during this time, in the 
fast-developing area of Delray Beach. There has been continuous construction and 
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development, including land scaping, bringing a customer base of Mexican 
construction workers and landscapers to the area, to whom the owners can provide 
traditional, familiar “fuel food”, which they describe as hearty and filling. 
The food provided is food that is easily identifiable as Mexican and is supplemented 
with well-known soft drinks and juices. The business is conducted by the two business 
partners, without any other permanent or temporary employees, so as not to dilute any 
earnings. A second food truck is being considered but will require acquiring a 
trustworthy partner, or family member, who will be able to duplicate their offerings. 
This expansion, while exciting, increases their risk, and they believe this will not 
immediately provide success, as their value comes from knowing their customers and 
their customers’ needs. 
In this case, operating an informal food business requires registration and licencing 
with local authorities, with random checks being carried out every three months. The 
food truck owners are required to undergo food training for a year in order to 
understand the health codes and practices. Their business is completely weather 
dependent, as rain will keep customers away. Their sales are best in the winter months 
(November to May), with earnings dropping by almost 60% in the summer months 
when the local homeowners move away, decreasing the amount of work available for 
landscapers – a significant part of the customer base. 
The business owners report to have learnt by trial and error how much food to prepare 
each day and prefer to sell all and take nothing home. Prices are reduced at the end 
of each day to ensure the most possible sales. The telephone number of the business 
is visible on the food truck, and bulk discounts are offered for larger company bulk 
orders. 
The cost of acquiring and fitting out an additional food truck is prohibitively expensive 
for the business owners, while manning it and running it will provide challenges and 
risks that they do not wish to take. The older owner has been able to acquire a car and 
save some money over the last four years but is not prepared to take the risk of another 
food truck. The younger partner owns a house from where the daily preparation takes 
place at 05H00 each morning. They have considered using social media but are not 
skilled enough in its use to assist them to grow their business. Moving to a more 
commercial, city-style location is being considered, as the development of Delray 
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Beach begins to slow, with the inherent risks of competition and starting to develop a 
customer base again. 
 
3.7.3 Customers 
The customers are diverse group but comprise a predominantly homogenous group 
that find comfort in traditional Mexican meals, based on value, portion, and familiarity. 
The customers value the personal service, the cost, and proximity to their workplace. 
The customers vary through all age groups and purchase the meals based on the 
reminder of home and trust in the taste of the meals. 
The customers comprise construction workers and landscapers involved in the 
building and upkeep of the properties in the Delray Beach area, and are at the lower 
end of the income scale, making the provision of these meals a fundamental part of 
their budgets and diet. While relationships between the workers and the business 
owners play a significant role in retaining the customers, the success of the business 
is based on the type of food and proximity to the workers. 
 
3.8 The Small Enterprise Development Agency (SEDA) 
Successful small businesses, including business in the informal sector would increase 
with governmental support. This research set out to understand which conditions 
influence the success of informal food businesses. It is therefore important to take 
cognisance of the role that SEDA was designed to fulfil in terms of creating 
employment and supporting small businesses. 
The Small Enterprise Development Agency (SEDA) is a national government agency, 
with offices in nine provinces, including 58 branches and 48 incubation centres, and 
is a part of the Department of Small Business Development, established by the 
National Small Business Amendment Act, Act 29 of 2004.  
This was confirmed in an interview with a senior manager of the department, in which 
the role of SEDA was explored in order to further understand the possibility of, once 
having established the conditions influencing the business woman’s success, whether 
there was a conduit to move the informal business to the formal sector. 
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To establish the likelihood of acceptance of an informal business into the SEDA 
programme, it is important to understand SEDA’s function. SEDA was formed by an 
Act of Parliament with the aim to support small businesses in a non-financial manner 
through providing business and financial training, assistance in developing business 
plans, and directing small businesses through supported incubation at their incubation 
centres and private sector cooperation (National Small Business Amendment Act, Act 
29 of 2004) 
The fundamental idea behind SEDA is to assist and support small businesses with up 
to 200 employees, creating opportunities for employment and sustainability, to ensure 
these businesses continue to grow and provide sustainable employment. However, 
the most important function is job creation, which means the inclusion of entrepreneurs 
who need assistance to create further employment (National Small Business 
Amendment Act, Act 29 of 2004). 
SEDA has guided numerous small businesses from the informal to the formal sector, 
with the assistance of private sector support, ensuring statutory compliance, while 
providing training to assure this. It was confirmed that any business requiring non-
financial support could contact a branch and make enquiries about acquiring support. 
There is no noted intention by SEDA to create restrictions on the informal businesses, 
but, where adhering to statutory requirements proves challenging, training is offered, 
which is believed to create better businesses, employment opportunities, and 
relationships with more regulated private sector partners. 
SEDA has a sister agency, known as SEFA – the Small Enterprises Finance Agency, 
which serves as a provider of finance to small businesses – from R500 to R5 million. 
The requirement for this assistance is fraught with the challenges identified in previous 
literature regarding access to finance. These requirements include being a registered 
entity, having a business plan, demonstrating the ability to repay any loan, providing 
personal and credit references, supplying collateral, and holding a valid Tax Clearance 
certificate. This would be a significant inhibiting factor for any informal food business 
to begin with and creates an obstacle for government finance. Support from the 
corporate sector through Corporate Social Responsibility initiatives may be explored 
in future research endeavours. 
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3.9 Discussion and Conclusion  
This chapter presented three case studies as the foundation for a case and cross-case 
analysis. The data was classified into sections of the environment in which the 
business operated and that were likely to have an influence, including: 
1. the business owners; 
2. the business operations; 
3. the customers; 
4. the business environment. 
The conditions in these areas of influence were taken from the data and assessed as 
to whether they had an influence on the business in terms of the condition, its influence 
(positive or negative), its impact on the business, and whether it contributes to the 
business’s success. This assessment was based on identifying common themes in 
the case studies, and triangulation of these themes, in terms of the study’s 
classification of success conditions. If a given condition which was noted throughout 
the case studies proved to be a success factor, this chapter investigated how it 
contributed to the success of the business.  
The identified success factors were further investigated through a cross-case 
comparison to confirm support for the conditions by analysing whether these 
conditions were similar or different in each case.  
Chapter 4 presents an analysis of the aforementioned findings, in order to establish 
success conditions and their characteristics, the conditions unique to each case, and 
the conditions which hinder success. 
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CHAPTER 4: PRESENTATION OF FINDINGS AND DATA ANALYSIS 
 
4.1 Introduction 
The objective of this research is to identify the conditions influencing the success of 
an informal food vending business, owned by an African woman, operating in 
Gauteng. This identification leads to the exploration of how the success conditions are 
applied in this business practice to overcome the established challenges which face 
female informal traders. 
Chapter 3 presented the data gathered for Case Study 1, Case Study 2, and Case 
Study 3. This chapter provides a detailed cross-case analysis, identifying and 
matching the conditions which influence the success and the failures of informal food 
vending businesses. The similarities identified serve to strengthen and support the 
conditions influencing the success, while the differences enhance the impact that 
influencing conditions contribute. The absence of certain conditions also serves as 
conditions influencing the success of the business. The conditions are summarised 
into four themes, based on the findings in the four areas that influence the success of 
the business, as presented in the table below:  
 
Table 4.1: Summary of Influencing Conditions 
Conditions     
Areas of influence These conditions were 
neither supportive nor 
inhibitive in the 
additional two cases 
studied. Unique to the 
main case 
These conditions – in 
one or both additional 
cases – supported the 
condition in the main 
case 
These conditions 
were key in identifying 
the formal market, 
which prohibited the 
informal business 
from making the 
transition, BUT 
provided the main 
reason for the 
existence of the 
informal market 
These were the main 
conditions influencing 
the success of the 
woman owned 
informal business, 
and were identifiers of 
the informal market 
Business owner 
Informal business 
Customers 
Business 
environment 
Source: Author’s own 
The data gathered for each case is compared for similarities and differences, between 
cases and within cases. The conditions influencing the outcome of each case is 
matched to Case Study 1 to practically understand what influences the success of this 
informal business.  
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As noted in Chapter 3, the data was gathered through semi-structured interviews with 
the owners of the informal businesses, with flexible boundaries to ensure a deeper 
understanding of the conditions in which the businesses exist and operate, leading to 
the success for more than a year in a fixed location, where previous literature found 
this to not be possible (Bromley, 2000; Hill, 2016).  
 
4.2 Within-Case Conditions: Case Study 1 
The success conditions that exist in Case Study 1 are presented in the tables below, 
based on the conditions related to the business owner, the informal business, the 
customers, and the business environment: 
The findings in this table reflect the conditions that have been uncovered from the data 
that was gathered relating specifically to the business owner, and whether each 
condition has a positive or negative impact on the business, how it impacts on the 
business, and if it contributes to the success of the business. These findings will be 
summarised to form a deeper understanding of the conditions influencing the success 
of the informal business in terms of the questions of what the conditions are influencing 
the success and why is the businesswoman able to overcome the challenges 
reportedly inhibiting success identified in the literature. 
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Table 4.2: Case Study 1 Findings – The Business Owner 
 
Source: Author’s own 
 
CONDITIONS - within case
CASE 1 - MAIN STUDY - Business Owner
Condition 
Positive / 
negative 
impact
Impact on business Contributes to success How
1 Single Both
No positive support but no 
negative constraints
Yes
Being married may provide 
support but not necessary for 
successful business
2 Aged - mid forties Positive Mature, and experienced Yes Mature, and experienced
3 Entrepreneur from teenage years Positive Experience built over time Yes Experience built over time
4 No dependents Positive
No need for daily care of 
dependent children during 
work hours
Yes
No need for daily care of 
dependent children during work 
hours
5 Only source of income Negative
Income source only alternative 
- if unable to continue will 
impact negatively
Yes
Income source only alternative - 
if unable to continue will impact 
negatively
6 Same location for 4 years Positive
No need to move around. Able 
to develop relationships with 
customers
Yes
No need to move around. Able to 
develop relationships with 
customers
7 No tertiary education None
Success of the informal 
business suggests - None
No No effect
8 Incomplete secondary education Unsure
Success of the informal 
business suggests - None
No No effect
9
Entered informal business from 
early age
Positive
Gained experience when risks 
were less
Yes
Gained experience when risks 
were less
10
Entrepreneurial skills developed 
over many years
Positive
Trial and error -lead to smarter 
practice
Yes
Trial and error -lead to smarter 
practice
11 Appetite for risk Positive
Results suggest that risk taken 
has produced upside benefits
Yes
Results suggest that risk taken has 
produced upside benefits 
business has provided regular 
income
12
Willingness to embrace 
entrepreneurial spirit
Positive
Results suggest that risk taken 
has produced upside benefits
Yes
Results suggest that risk taken has 
produced upside benefits 
business has provided regular 
income
13 Desperation to avoid poverty Positive
No alternative led to risk 
acceptance
Yes
No alternative led to risk 
acceptance
14
Formal business path not 
possible
Positive
In this case it can be 
considered positive -leading to 
acceptance of risk for  
entrepreneurial effort
Yes
In this case it can be considered 
positive -leading to acceptance of 
risk for  entrepreneurial effort
15
Strong relationship with mother 
and grandmother
Positive
Led to development of 
inherent cooking skills
Yes
Led to development of inherent 
cooking skills
16
Part of meal preparation from 
early age at home
Positive
Led to development of 
inherent cooking skills
Yes
Led to development of inherent 
cooking skills
17
Experience gained in traditional 
meal preparation
Positive
Led to development of 
inherent cooking skills
Yes
Led to development of inherent 
cooking skills
18
Traditional food identified as a 
niche
Both
Not easily copied in the formal 
sector
Yes
Positive in that  - Not easily 
copied in the formal sector. 
Negative in that easily copied if 
these conditions exist with other 
entrepreneurs
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The business owner is a black, South African woman. She is widowed, aged in the 
late forties, with adult children that are no longer dependent on her, but who do not 
provide her with any assistance or support. Her street vending business is her only 
source of income. The business was established in 2015 and has remained in the 
same location for four years. 
The business owner does not have any tertiary, or formal business education and did 
not complete her secondary, or high school education, choosing to enter the informal 
trade from teenage years. The business owner stated that she is proud of the 
entrepreneurial skills that she developed over the years and believes this to provide 
her with a competitive advantage. She noted that she demonstrated an entrepreneurial 
spirit from twelve years of age through buying and selling sweets at school. 
The table below includes the findings specifically relating to the conditions in the 
informal business. These conditions too will be tabled and then assessed for their 
impact on the business – positive or negative, the impact of this assessment on the 
business, whether this will contribute to the success of the business and how it will 
impact the business. These will form the basis of the deeper understanding of the 
conditions influencing the success of the informal business. 
  
54 
 
Table 4.3: Case Study 1 Findings – The Informal Business 
Source: Author’s own 
CONDITIONS - within case
CASE 1 - MAIN STUDY - Informal business
Condition 
Positive / 
negative 
impact
Impact on business Contributes to success How
1 Market identified - Construction site Positive
Able to service market from fixed 
location
Yes
Overcomes challenge identified in 
literature of continuosly needing to 
move around to make the business 
succeed
2
Size of the market large enough to 
support the business
Positive
Sufficient business to provide 
return on investment
Yes
Able to achieve target sales on a 
regular basis
3
Initial small business provided 
learning opportunity to gain 
experience with low risk
Positive
Gained experience selling 
"magwinyas" - low risk but low 
return( financially)
Yes
Low returns with a low risk business, 
but enabled the business owner to 
learn and create relationships with 
client base
4 Business able to grow Positive
Increased business, and reliance 
from customers for daily breakfast
Yes and No
Yes -Business was able to function on 
the basis that the business owner 
provided only the number of meals  to 
be sold per day - enabling all meals 
provided to be sold ( 100% sales per 
day no wastage)               No - 
Additional customers wanting 
breakfast would have to go without
5
Began to prepare fresh magwinyas on 
site
Positive
Increased personal service and 
quality of breakfast offerred
Yes
Personal service and fresher product 
created increased customer 
satisfaction
7
Only providing the number of meals 
that the owner is willing to sell, 
instead of providing meals for all 
possible customers
Both
Positive as there is no wastage 
and negative as ther is a lost 
opportunity cost
Yes
No wastage contributes to the 
success. The lost opportunity of 
providing more meals could be a 
factor for consideration for expansion 
of the business if additional funds 
were available and risk could be 
managed
8 Saved excess income Positive Provided funds for expansion Yes
With an appetite for risk the funds 
were used to purchase the current 
food truck
9
Construction customers replaced by 
permanent warehouse and factory 
workers
Positive
Permanent nature of the workers 
reduced the risk of investing in a 
food caravan
Yes
Food caravan, fixed in one location 
provided the opportunity to increase 
sales offerring to permanent customer 
base - the buisness opportunity that 
was to lead to four years in the same 
location
10
Menu consisted of traditional comfort 
food, that the business owner was 
familiar with preparation for a niche 
market
Both
Relied on tried and tested cooking 
experience to replicate home 
cooked meals, but catered for a 
niche market
Yes
Meals were regarded as hearty and 
comfort food, enjoyed by a specific 
selection of workers that became loyal 
customers
11
Only a fixed number of meals that the 
business owner considered could be 
sold per day were prepared
Both
Positive as there is no wastage 
and negative as ther is a lost 
opportunity cost
Yes
No wastage contributes to the 
success. The lost opportunity of 
providing more meals could be a 
factor for consideration for expansion 
of the business if additional funds 
were available and risk could be 
managed
12
Potential to increase the  number of 
meals sold per day
Both
Positive as there was upside 
potential but with associated risk of 
possible wastage, and dilution of 
personal attention to customers 
regarded by the business owner 
as the competitive advantage for 
maintaining client base
Yes
Upside potential made the business 
approach conservative and reduced 
risk, providing better control of the 
inputs
13 Personal attention to customer base Both
Personal attention to customers 
needs formed the basis of the 
customer loyalty. Dilution or 
absence of this would damage the 
business
Yes
Personal attention ensured customer 
loyalty, but restricted growth as dilution 
or absence would damage the 
business
14 Unwritten rule regarding competition Both 
Positive while the unwritten rules 
were observed, and negative if 
there was encroachment and 
soliciting of customers
Yes
Positive while the unwritten rules were 
observed, and negative if there was 
encroachment and soliciting of 
customers
15
Customers allowed to purchase on 
credit in last week of the month
Both
Increases customer reliance and 
loyalty, negatively impacts on 
cashflow and risk of non-payment
Yes
Increased loyalty and to date not one 
default. Not offerred by formal catering 
companies
16
Harassment by local authorities 
despite having the necessary licence
Negative
Local authorities intimidated the 
business owner and confiscating 
stock, restricting business and 
income
No
Business affected by over zealous 
local authorities
17
Social, cultural support from loyal 
customers
Positive
Workers chose to support black 
woman entrepreneur in the place 
of formal catering company
Yes
Black woman owned business 
supported at the expense of a formal 
catering company whose services 
were rejected by workers in favour of 
local informal business 
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The informal food provision business began with the business owner identifying a 
potential market, when a new business park was being developed in an industrial area 
in the East of Johannesburg, Gauteng. There were several warehouses being built, 
with a few hundred contractors on site, with no food outlets or catering services. 
The business owner began her entrepreneurial venture by selling traditional, deep-
fried doughnuts, known as magwinya, to the construction workers in the mornings, 
as a breakfast option. The business owner then expanded her business to provide 
full, traditional meals, and purchased a used food caravan, obtained a food vendor 
licence, and set up the business on the sidewalk, opposite several well-known South 
African companies, at the beginning of 2017. 
Table 4.4 includes what the conditions are, specifically relating to the customers of 
the informal business and their impact on the business, How the positive or negative 
impact contributes to the understanding of the conditions influencing the success of 
the business, and why the challenges inhibiting success of black woman-owned 
business is overcome. 
Table 4.4: Case Study 1 Findings – The Customers 
Source: Author’s own 
CONDITIONS - within case
CASE 1 - MAIN STUDY - Customers
Condition 
Positive / 
negative 
impact
Impact on business Contributes to success How
1
Comfort food provided - described as 
hearty and providing energy - prefered 
meal of choice
Positive
Niche market attracted by these 
meals
Yes
Provided the core business value 
propostion
2
Chose informal trader in place of 
catering service offerred
Positive
Provided the opportunity for 
business to exist
Yes
Provided a core customer base for the 
informal business, without an 
alternative offerring
3
Not concerned about alleged health 
issues - food was trusted for decades
Positive Ensured continued support Yes
Health legislation and improved food 
handling requirements would 
increase costs and restrict business
4
No reported health issues resulting 
from inferior food handling
Positive
No issues to restrict business 
(biggest absenteeism was from no 
funds to pay for transport to work 
close to month end
Yes
No restrictions in providing meals and 
reduced costs of providing the service
5
Social acceptance of informal trader 
by men over 40
Positive
Forms the core of the custtomer 
base
Yes Forms the core of the custtomer base
7
Social acceptance of informal trader 
by men under 40
Positive
Part acceptance, so forms part of 
extended business
Yes
Part acceptance, so forms part of 
extended business
8
Social acceptance of informal trader 
by women over 40
Positive
Part acceptance, so forms part of 
extended business
Yes
Part acceptance, so forms part of 
extended business
9
Social acceptance of informal trader 
by women under  40
Negative
Part acceptance, but is the group 
most against informal trader
No
Part acceptance, but is the group most 
against informal trader
10
Receive meals on credit close to 
month end
Both
Loyal support from customers who 
may use the informal trader at a 
difficult time in the month - 
financially. Negative impact on 
cash flow
Yes
Ensures continued support from the 
customer base, increasing loyalty and 
offerring a service that a formal caterer 
would not provide
11
General support for informal trader 
compared to any other form of meal 
service provision
Positive 
Social support from workers for 
informal trader
Yes
Provides continuous need and want 
for the informal trade by workers, who 
will support due to social recognition 
of her position
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Data was gathered from an in-depth interview with the Human Resource Manager 
from a multinational company, whose staff elected to support the informal trader, in 
place of a catering service provided by a formal catering company. The HR manager 
has been at the company for more than ten years, has first-hand knowledge of the 
informal trader and the relationship that exists between the workers and the 
businesswoman.  
Table 4.5 provides an understanding of the findings of the conditions that exist in the 
business environment – what these conditions are and their relationship to the success 
of the informal business. These findings will form a fundamental part of the conditions 
influencing the success of the informal business. These conditions too, once identified 
were assessed for the impact on the business and how they contributed to the 
success. 
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Table 4.5: Case Study 1 Findings – The Business Environment  
Source: Author’s own 
Data was gathered from observing a presentation by a multinational client to 
catering companies invited to tender for the provision of a full house canteen, 
providing meals to the same workforce who are currently using the African woman-
owned informal food business. This data provides an understanding of the indirect 
conditions that impact on the informal business. These conditions form part of the 
environment in which the informal business is conducted and impacts on the 
success, by direct influence – providing an alternative, or indirectly – by indicating 
conditions in which the formal business is required to be conducted. These 
CONDITIONS - within case
CASE 1 - MAIN STUDY - Business environment
Condition 
Positive / 
negative 
impact
Impact on business Contributes to success How
1
Requirement to provide full catering 
facilities by formal caterer for the 
workforce includes provision each day of 
585 meals
Positive
Informal trader does not have the 
resources or capabilities to provide a 
full catering function, however the 
informal trader is presented with a 
product in a niche operating 
environment that is not strictly 
regulated
YES - Defines the market in 
which the informal trader 
operates. 
This is not the informal traders market or 
business model. However the presence 
of a formal catering company may impact 
the informal trader
2
Requirements associated with providing 
a full catering facility in addition to 
resources and capital investment include 
governance, legal and health compliance
Positive
Informal trader not in the market to 
provide this service
YES - Defines the market in 
which the informal trader 
operates. The informal 
trader does not want to 
provide a full catering 
service
The informal trader escapes these 
requirements which are applicable to the 
competition that the informal trader faces 
3
Relationship in the formal business is 
with the company firstly and then with the 
end user
Positive
Informal business is  conducted 
directly with the consumer
YES - Relationship is built 
with the end user, where the 
formal trader needs to 
mange the realtionship with 
the principle and the end 
user
Relationship with the end user to build 
loyalty 
4
Cashflow requirements for the formal 
trader include 45 days credit to the 
principle and a fixed price for the duration 
of the service provision
Positive Informal business is mainly cash Yes Little pressure on cashflow
5
Formal trader needs to provide meals for 
all staff. These numbers vary every day 
resulting in oversupply, or customers 
waiting for meals to be made while 
waiting
Positive
Informal traders business model 
involves choosing how many meals to 
make and selling all stock to the niche 
every day, without the strain of the full 
catering service
YES - This is the model that 
provides the success for the 
informal trader when 
matched with the formal 
trader. Less risk, less 
resources, less wastage and 
guranteed profit per meal 
per day
Informal trader provides a selected 
number of meals per day, and once these 
are sold the service ends.
7
Formal trader needs to provide a daily 
menu of meals for various tastes and 
cultures, trying to provide a competitive 
option to the informal trader. These are 
prescribed by the company for the 
workers/ end users with little input from 
the workers
Positive
The informal trader provides comfort, 
traditional food catering for a specific 
niche that is difficult for the formal 
trader to duplicate. The informal 
trader only provides 1 type of meal 
each day whereas the formal trader 
needs to provide a new menu each 
day according to the company
YES - Little variation 
besides the personal small 
changes by the end user 
make this a personalised, 
directly made for the 
customer meal instead of a 
provided meal by the 
company hoping to fulfil the 
end users taste
Personalised service dedicated to a 
specific market and specific taste, leads 
to loyalty and repeat buisness
8
Relationship between the client providing 
the service for their workers and the 
customers(workers) needed careful 
management and provided the biggest 
area of conflict
Positive
The informal trader was able to build 
personal relationships with the end 
user, where the responsibility to 
satisfy the customers needs were 
directly in the informal traders hands. 
Not so in the formal environment
Yes
The informal trader was able to build 
personal relationships with the end user, 
where the responsibility to satisfy the 
customers needs were directly in the 
informal traders hands. Not so in the 
formal environment
9
Support of the local workforce for the 
informal trader 
Positive
Inherent and fundamental social 
support for the informal trader 
Yes
Derived loyal customer support from this 
potential  customer base with traditional 
product to niche market
10
Formal trader did not regard the informal 
trader as competition - regarded the 
service provided as complimentary
Positive
No desire by the formal trader to harm 
the business of the informal trader 
and was happy to exist together
Yes
Opportunity existed to continue in 
business alongside the formal buisness 
as the traditional meals were not easily 
replicated. Formal trader would be 
interested in incubation or JV with 
informal trader
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conditions, while prohibiting the formal business, may enable the informal 
business. 
 
4.3 Cross-Case Similarities and Differences 
The findings of Case Study 2 and Case Study 3 are tabulated below. The data 
gathered from these two cases are analysed together to establish any similarities or 
differences that serve to support and strengthen the conditions found in Case Study 
1.  
The table below indicates the similarities and differences between the conditions 
identified as influencing the case of the African female-owned informal business, and 
the formal business case, as well as an informal food business in the United States of 
America.  
The cross-case analysis was conducted to explore the conditions in which a formal 
business exists, in the same environment as the informal business. It was hoped to 
further identify any conditions prevalent in this case that added to, or changed the 
conditions influencing the success of the informal business. In exploring the conditions 
influencing an informal trader in a different political, economic, and social environment, 
the similarities and/or differences highlight the conditions influencing the success of 
the informal business context in South Africa. 
The table below is a summary of all the conditions identified from the data gathered 
relating to the business owner, the informal business, the customers as well as the 
business environment. These conditions, identified in the main study, are analysed 
and identified as to the positive, negative (or both) effect within Case Study 1. 
This is further analysed in a cross-case comparison with two separate cases – a formal 
catering company and an informal trader in the United States of America, for 
similarities and differences. Once this has been identified the similarities and/or 
differences are analysed to indicate whether they support the main case. The cross-
case similarities or differences either strengthen the conditions in the main case, have 
no effect, serve to identify how the environment creates the conditions that influence 
the success of the informal business, or were unique conditions particular to the main 
case only. For the purposes of this study, the presence of a condition in all cases 
allows for its categorisation as a comparable condition. 
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These were highlighted according to the findings as summarised in the legend table 
at the end. 
Table 4.6: Cross-Case Comparison Findings 
 
CONDITIONS - Cross case - Similarities & Difference Comparison
ALL CASES  - All Conditions
Formal Business USA Informal Formal Business USA Informal
1 Single Both D D N/A N
Unique condition to the main case, not 
supported by the formal business 
conditions. Different to the informlal 
business, which is a family business. 
Neither supports this condition in th 
main case
2 Aged - mid forties Positive D S N/A Y
The condition in the formal business 
has no bearing, while the condition in 
the informal business offers similar 
supporting the main case
3 Entrepreneur from teenage years Positive D S N.A Y
No bearing from formal business. 
Supported by similarity in the USA case
4 No dependents Positive D D N/A N
No influence from formal business, and 
different from main case, however no 
support for the main case
5 Only source of income Negative D S N Y
Differrent for the formal business, similar 
for the USA case, which supports the 
main case
6 Same location for more than 1year Positive S S Y Y
This is similar in both the formal and the 
informal USA case, and this supports 
the condition in the main case
7 No tertiary education None D S N Y
Different in the formal case, and similar 
in the informal USA case. This supports 
the condition that no tertairy education 
exists in both cases but has no negative 
impact on the success
8 Incomplete secondary education Unsure D D N/A N
Different in the formal case and  the 
informal USA case. There is no  support 
that the condition of incomplete 
secondary education has a negative, or 
positive impact on the success
9 Entered informal business from early age Positive D S N/A Y
Different in formal business case, but 
similar in informal USA case which 
supports the condition
10
Entrepreneurial skills developed over 
many years
Positive S S Y Y
This is similar in both the formal and the 
informal USA case, and this supports 
the condition in the main case
11 Appetite for risk Positive S S Y Y
This is similar in both the formal and the 
informal USA case, and this supports 
the condition in the main case
12
Willingness to embrace entrepreneurial 
spirit
Positive S S Y Y
This is similar in both the formal and the 
informal USA case, and this supports 
the condition in the main case
13 Desperation to avoid poverty Positive D S N Y
Different in formal business case, but 
similar in informal USA case which 
supports the condition
14 Formal business path not possible Positive D S N Y
Different in formal business case, but 
similar in informal USA case which 
supports the condition
15
Strong relationship with mother and 
grandmother
Positive D S N/A Y
Different in formal business case, but 
similar in informal USA case which 
supports the condition
16
Part of meal preparation from early age 
at home
Positive D S N/A Y
Different in formal business case, but 
similar in informal USA case which 
supports the condition
17
Experience gained in traditional meal 
preparation
Positive D S N Y
Different in formal business case, but 
similar in informal USA case which 
supports the condition
18 Traditional food identified as a niche Both D S N Y
Different in formal business case, but 
similar in informal USA case which 
supports the condition
How
B
u
s
i
n
e
s
s
 
o
w
n
e
r
Supports main case  (Y / N / N/A)Within case 
Influence
Condition 
Cross Case Comparison (S / D)
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Formal Business USA Informal Formal Business USA Informal
1 Market identified - Construction site Positive S S Y Y
This is similar in both the formal and the 
informal USA case, and this supports 
the condition in the main case
2
Size of the market large enough to 
support the business
Positive S S Y Y
This is similar in both the formal and the 
informal USA case, and this supports 
the condition in the main case
3
Initial small business provided learning 
opportunity to gain experience with low 
risk
Positive S S Y Y
This is similar in both the formal and the 
informal USA case, however the paths 
to their current positions was different. 
However this supports the condition in 
the main case
4 Business able to grow Positive S S Y Y
This is similar in both the formal and the 
informal USA case, and this supports 
the condition in the main case
5
Began to prepare fresh magwinyas on 
site
Positive D S N/A Y
Different in formal business case, but 
similar in informal USA case which 
supports the condition
7
Only providing the number of meals that 
the owner is willing to sell, instead of 
providing meals for all possible 
customers
Both D S N Y
This is similar in both the formal and the 
informal USA case, and this supports 
the condition in the main case
8 Saved excess income Positive S S Y Y
This is similar in both the formal and the 
informal USA case, and this supports 
the condition in the main case
9
Construction customers replaced by 
permanent warehouse and factory 
workers
Positive S S Y Y
This is similar in both the formal and the 
informal USA case, and this supports 
the condition in the main case
10
Menu consisted of traditional comfort 
food, that the business owner was 
familiar with preparation for a niche 
market
Both D S Y Y
Different in formal business case, but 
similar in informal USA case which 
supports the condition
11
Only a fixed number of meals that the 
business owner considered could be sold 
per day were prepared
Both D S Y Y
Different in formal business case, but 
similar in informal USA case which 
supports the condition, and is a core 
condition in the success of the informal 
business
12
Potential to increase the  number of 
meals sold per day
Both D S Y Y
Different in formal business case, but 
similar in informal USA case which 
supports the condition
13 Personal attention to customer base Both D S Y Y
Different in formal business case, but 
similar in informal USA case which 
supports the condition
14 Unwritten rule regarding competition Both D D N N
Unique condition to the main case, not 
supported by the formal business 
conditions. Different to the informal USA 
business, which is highly competitive. 
Neither supports this condition in the 
main case
15
Customers allowed to purchase on credit 
in last week of the month
Both D D N N
Unique condition to the main case, not 
supported by the formal business 
conditions. Different to the informal US. 
Neither supports this condition in the 
main case. This is an defining condition 
in the main case
16
Harassment by local authorities despite 
having the necessary licence
Negative D S N/A Y
Different in formal business case, but 
similar in informal USA case which 
supports the condition
17
Social, cultural support from loyal 
customers
Positive D S N/A Y
Different in formal business case, but 
similar in informal USA case which 
supports the condition
How
B
u
s
i
n
e
s
s
Condition 
Within case 
Influence
Cross Case Comparison (S / D) Supports main case  (Y / N / N/A)
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Formal Business USA Informal Formal Business USA Informal
1
Comfort food provided - described as 
hearty and providing energy - prefered 
meal of choice
Positive D S N Y
Different in formal business case, but 
similar in informal USA case which 
supports the condition
2
Chose informal trader in place of catering 
service offerred
Positive D S Y Y
Different in formal business case, but 
similar in informal USA case which 
supports the condition
3
Not concerned about alleged health 
issues - food was trusted for decades
Positive D D N N
Unique condition to the main case, not 
supported by the formal business 
conditions. Different to the informal US. 
Neither supports this condition in the 
main case. Is an enhanced condition in 
the main case
4
No reported health issues resulting from 
inferior food handling
Positive S S Y Y
This is similar in both the formal and the 
informal USA case, and this supports 
the condition in the main case
5
Social acceptance of informal trader by 
men over 40
Positive N/A N/A N/A N/A
Unique condition to the main case, not 
supported by the formal business 
conditions. Different to the informal 
business. Neither supports this 
condition in th main case. This is a 
social condition applicable to the main 
study
7
Social acceptance of informal trader by 
men under 40
Positive N/A N/A N/A N/A
Unique condition to the main case, not 
supported by the formal business 
conditions. Different to the informal 
business. Neither supports this 
condition in th main case. This is a 
social condition applicable to the main 
study
8
Social acceptance of informal trader by 
women over 40
Positive N/A N/A N/A N/A
Unique condition to the main case, not 
supported by the formal business 
conditions. Different to the informal 
business. Neither supports this 
condition in th main case. This is a 
social condition applicable to the main 
study
9
Social acceptance of informal trader by 
women under  40
Negative N/A N/A N/A N/A
Unique condition to the main case, not 
supported by the formal business 
conditions. Different to the informal 
business. Neither supports this 
condition in th main case. This is a 
social condition applicable to the main 
study
10
Receive meals on credit close to month 
end
Both D D Y Y
Unique condition to the main case, not 
supported by the formal business 
conditions. Different to the informal US. 
Neither supports this condition in the 
main case. Is an enhanced condition in 
the main case
11
General support for informal trader 
compared to any other form of meal 
service provision
Positive D S Y Y
Different in formal business case, but 
similar in informal USA case which 
supports the condition
C
u
s
t
o
m
e
r
s
Condition 
Within case 
Influence
Cross Case Comparison (S / D) Supports main case  (Y / N / N/A)
How
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Source: Author’s own 
 
The completed table above identifies the conditions in which the informal female-
owned business exists, leading to the success of this business, as well as identifying 
the similarities and differences of two separate cases. These similarities and 
differences are analysed and added to the conditions in the main study to provide a 
Formal Business USA Informal Formal Business USA Informal
1
Requirement to provide full catering 
facilities by formal caterer for the 
workforce includes provision each day of 
585 meals
Positive D S Y Y
This condition exists for the formal case 
but for neither the main case or the 
informal USA case. This is a condition 
that allows the informal business to 
concentrate business plans on their 
niche without this prohibitive condition
2
Requirements associated with providing 
a full catering facility in addition to 
resources and capital investment include 
governance, legal and health compliance
Positive D D Y Y
This condition exists for the formal case 
and to a degree - health, legal and 
training in the informal USA case, but 
not in the main case. This difference of 
less restrictive legal and health 
conditions make a positive impact in that 
it is easy to succeed as a result. This is 
a condition that allows the informal 
business to concentrate their business 
plans on their niche without this 
prohibitive condition
3
Relationship in the formal business is 
with the company firstly and then with the 
end user
Positive D S Y Y
Different in formal business case, but 
similar in informal USA case which 
supports the condition
4
Cashflow requirements for the formal 
trader include 45 days credit to the 
principle and a fixed price for the duration 
of the service provision
Positive D D Y Y
Different in formal business case, but 
similar in informal USA case which 
supports the condition
5
Formal trader needs to provide meals for 
all staff. These numbers vary every day 
resulting in oversupply, or customers 
waiting for meals to be made while 
waiting
Positive D S Y Y
Different in formal business case, but 
similar in informal USA case which 
supports the condition
7
Formal trader needs to provide a daily 
menu of meals for various tastes and 
cultures, trying to provide a competitive 
option to the informal trader. These are 
prescribed by the company for the 
workers/ end users with little input from 
the workers
Positive D D Y N/A
Different in formal business case, but 
similar in informal USA case which 
supports the condition
8
Relationship between the client providing 
the service for their workers and the 
customers(workers) needed careful 
management and provided the biggest 
area of conflict
Positive D S Y N/A
This condition exists for the formal case 
but for neither the main case or the 
informal USA case. This is a condition 
that allows the informal business to 
develop personal relationships with the 
end user, regarded as a distinct 
advantage by the informal business
9
Support of the local workforce for the 
informal trader 
Positive D S Y Y
Different in formal business case, but 
similar in informal USA case which 
supports the condition
10
Formal trader did not regard the informal 
trader as competition - regarded the 
service provided as complimentary
Positive D S Y N/A
An extraordinary condition that is a 
condition that provides longevity for the 
informal main case business. 
Competition found in workers bringing 
own meals from home , to you this 
disposable income elsewhere eg in 
retail market
How
B
u
s
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s
s
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n
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n
t
Condition 
Within case 
Influence
Cross Case Comparison (S / D) Supports main case  (Y / N / N/A)
Legend
These conditions were neither supportive or inhibitive in the two additional cases studied. Unique to the 
main case 
These conditions- in one or both of the additional cases - supported the condition in the main case
These conditions were key in identifying the  formal market, which prohibited the informal business 
making the transition, BUT provided the main reason for the existence of the informal market
These conditions were the key conditions influencing the success of the women owned business, and were 
identifiers of the informal market
Explanation 
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deeper understanding of how the women informal business owner has been able to 
overcome the challenges. 
 
4.4 Discussion and Conclusion  
The following conditions identified from the three cases may be categorised as 
success conditions, and are presented in the table below: 
Table 4.7: Case Study 1 Success Conditions Identified 
Success Conditions 
Entrepreneurial skills developed over many years 
Appetite for risk 
Willingness to embrace entrepreneurial spirit 
Desperation to avoid poverty 
Experience gained in traditional meal preparation 
Traditional food identified as a niche 
Only providing the number of meals that the owner is willing to sell, instead of providing meals for all possible 
customers 
Personal attention to customer base 
Customers allowed to purchase on credit in last week of the month 
Comfort food provided - described as hearty and providing energy - preferred meal of choice 
Chose informal trader in place of catering service offered 
Not concerned about alleged health issues - food was trusted for decades 
Support of the local workforce for the informal trader  
Formal trader did not regard the informal trader as competition - regarded the service provided as complimentary 
Source: Author’s own 
Based on the above table, the following four quotes taken from the interviews resonate 
with the conditions which lead to the success of the business. These insights are noted 
to be integral conditions in the success of the business: 
1. informal business owner – when asked if she was afraid of competition from 
formal catering companies - “no-one can give my customers the service I can 
– my food is what they want - it is my competitive advantage – they will never 
leave me” (Business owner’s words); 
2. formal business owner – when asked how he competed with the informal trader 
– “interestingly enough they are not my competition, my competition comes 
from my prospective customers bringing food from home – leftovers from the 
night before – we can’t copy what the street vendors provide”. 
3. informal trader from the United States of America – when asked why they 
operate this street food business – “I’ve been buying and selling from a young 
age, and I’m not an educated man, but I know how to cook and take care of my 
customers”. 
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4. Human Resource Manager (Multinational Company) –  when asked about how 
it came about that they did not provide a catering service for the workers –“the 
workers made the choice to reject our offer of a canteen, in favour of supporting 
the nearby informal food business, for the food being provided and to support 
the business woman.” 
This study has successfully identified the following success conditions in the informal 
food sector, and has identified whether these conditions are transferable in practical 
application. The identified success conditions speak to the areas of case comparison 
identified in Chapter 3, specifically based on the tenacity and resilience of the business 
owner, as noted in Table 4.7, as the characteristics of the business owner directly 
influence the owner’s choice and implementation of business operations. The choice 
of operations is influenced by a target customer base, and these three elements 
(owner characteristics, operations, and customers) ultimately shape the business 
environment for that particular owner in the informal context within which he/she 
operates.  
 
Table 4.8: List of Success Conditions and Transferability of Conditions 
Condition How Why Transferable 
Entrepreneurial skills 
developed over many years 
Personal development Skills required to manage 
inputs and outputs for 
profitable business 
Personal development, but 
transferable when success 
is recognised as achievable 
Appetite for risk/Risk 
orientation 
Personal attribute Attitude to business 
opportunities required to 
ensure a successful 
business 
Personal attribute, unique 
for this case, but 
transferable when success 
is recognised as achievable 
Willingness to embrace 
entrepreneurial spirit 
Personal attribute Needed to advance appetite 
for risk 
Personal attribute, unique 
for this case, but 
transferable when success 
is recognised as achievable 
Desperation to avoid poverty Personal circumstance External environment 
massive impact on personal 
life, provided catalyst to 
explore risk 
Not unique to this case, and 
massively evident from 
unemployment numbers, so 
catalyst is transferable 
(exists) 
Experience gained in 
traditional meal preparation 
Personal development Key skill to influence 
business success 
Personal attribute, unique 
for this case, but probably 
transferable  
Traditional food identified as 
a niche 
Personal development Fundamental influence to 
success. Main value 
proposition to selected 
market, ensuring business 
success 
This is the niche where the 
opportunity resides available 
to anyone. Main influencing 
condition 
Source: Author’s own 
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CHAPTER 5: DISCUSSION 
 
5.1 Introduction and Overview of Study Objectives 
The South African Women Entrepreneurs’ Network (SAWEN) (2005) reports an 
identifiable lack of research into female entrepreneurs, suggesting that a major 
problem exists in South Africa in that there is a distinct lack of studies producing 
empirical statistics in this regard. Furthermore, there was little to no research into 
female entrepreneurs in the South African economy, and their contribution to the 
economy, at the time of the release of the SAWEN 2005 report. To address this lack 
of research into this phenomenon, this study sets out to provide a deeper 
understanding of a single unique case, in order to establish practical transferability of 
success conditions, and to add to the extant body of knowledge. 
Given the history of South Africa, and a fascination with the food vendor “pop ups” that 
are prevalent in most industrial areas, this study was undertaken to research black 
women in South Africa and to establish whether there are business opportunities for 
them in this context, considering their historical position, for them to find a way out of 
poverty and to improve their lifestyles above survivalist levels, with only non-business 
and domestic skills at their disposal (as a result of gender and race discrimination, lack 
of education, and lack of access to finance). 
An informal discussion led to a unique business being identified that provided some 
noteworthy surface indications that needed further investigation, namely: 
1. that the business had been operating for more than four years; 
2. that the business had been in the same location for four years; 
3. that the business was owned by the same businesswoman for this period; 
4. that the business supplied workers from the local factories, one of which is 
a multinational. 
This appeared to indicate that a successful woman-owned business existed in the 
informal food sector for a significant period, providing an income as well as a food 
service in the business community. 
On further investigation the multinational whose employees are the main customers 
of the informal female entrepreneur was approached to understand if any informal 
relationship existed between the company, its workers, and the informal business, to 
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see which conditions could be driving this longevity in business. It was established 
that the informal business had triumphed over a formal catering company for the 
workers’ business. 
This demanded further research to understand the conditions influencing the success 
of the informal business in terms of the success factors identified above. On reviewing 
the literature this appeared to be a unique case in terms of the challenges that were 
identified as existing in the informal food sector, as well as the discrimination black 
women had suffered through the years. 
The objectives of this research included the establishment of: 
1. how a businesswoman is able to overcome the challenges, identified in 
previous research, in maintaining a successful business; 
2. why a businesswoman is able to succeed despite the challenges that exist 
in the informal trade sector; 
3. the conditions that exist influencing the success of the informal business in 
terms of the success factors chosen to measure the success; 
4. whether these conditions are transferable, or easily replicated to increase 
the opportunities for other women to succeed in the informal food sector. 
Research on this topic has concentrated, to a large extent, on the difficulties facing 
black female entrepreneurs – lack of education, social standing, family responsibilities, 
patriarchal society, difficulties in terms of access to finance (Hill, 2016) – but little on 
conditions influencing the successes that may exist, thus allowing for this particular 
research topic to be explored. 
 
5.2 Key Findings 
5.2.1 The Success Conditions of the Informal Business Owner 
The business owner presented in Case Study 1 is a single mother, without dependent 
children, with little formal education, and is unable to work in the formal sector. 
Therefore, she faces historical, cultural, and gender biased challenges in the 
establishment of her informal business. These conditions provide the catalyst for 
embarking on the business, but it should be noted that at least half of informal 
endeavours fail, meaning that other conditions exist to influence the success of this 
business.  
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Success conditions arise from the personal attributes and personal development of 
the business owner, and these influenced her decision making and demonstrate how 
the challenges have been overcome. Other conditions resulting from the 
entrepreneurial attributes of the informal trader have led to creating further conditions 
that have positively influenced the success, despite challenges identified by Witbooi 
and Ukpere (2011), Magidmisha and Gordon (2015), Henning and Akoob (2017), and 
Darbi et al. (2018).  
These conditions were created by the business owner – selecting position, value 
proposition, service level, size of risk, how to manage cash and credit without any 
formal business training or formal education. These conditions arose from the 
application of skills identified at home, stemming from the willingness to embrace 
entrepreneurial spirit and risk orientation. This appetite for risk/risk orientation perhaps 
developed from no alternative choice, however the business owner, having achieved 
this success, indicated that business would have been a logical choice as she had 
engaged in buying and selling from an early age. 
These conditions were found to be similar in the cross-case analysis with the informal 
food truck operator in the United States of America, where these fundamental 
conditions led to the success of this informal business too, excluding the provision of 
meals on credit which was unique to Case Study 1. The informal food truck operated 
in different political, social, and economic conditions, but when comparing the 
conditions influencing the success of that business, the conditions were the same as 
the African female-owned informal business in Gauteng, despite a completely different 
operating environment. 
Despite the challenges that were identified in previous literature as prohibiting 
business success, these played no role in Case Study 1. Although the informal 
business in this case does not meet all the legal and statutory requirements of a formal 
business, challenges relating to lack of education, lack of business training, lack of 
access to finance and discrimination against women played no negative role. 
The support for traditional meals prepared in the open, on a fire, cannot be 
underestimated in the assessment of conditions leading to the success of the informal 
business. Competitive strategy by the formal trader was considered initially, and this 
was finally accepted as a niche against which other service providers would not 
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compete. The niche was accepted as being outside of the scope that the formal trader 
was prepared to provide for, not being able to replicate the value proposition, the 
historical attachment to this traditional offering and the social context associated with 
it.  
 
5.2.2 The Success Conditions of the Informal Business Environment 
A market space for informal traditional food provision, by African female informal 
traders exists in this case, and with careful consideration, could be explored as a niche 
specifically dedicated to disadvantaged women. This would require support from local 
governments, but could begin with a mutual concession between the formal catering 
trade and the informal food traders, which the formal food trader, and the company 
requesting the catering service were prepared to consider. 
Case Study 2 and Case Study 3 have vastly different requirements to adhere to, which 
currently do not apply to the informal trader in Case Study 1, which also influences 
conditions in the business environment that contribute to the informal business 
venture’s success. It is important to differentiate between the formal food trade and 
the informal food trade, to give context to the support of the factory workers of the 
informal trader in place of a formal food caterer, when turning down the offer by their 
company of a catered canteen. 
The conditions identified above are analysed in the cross-case study involving the 
formal trader as well as the informal trader in the United States of America, and are 
noted to be different from the conditions in Case Study 1, yet, this difference 
contextualises the environment within which the informal business exists, 
accentuating the effect of the conditions in Case Study 1. 
The business environment influences the success of the informal business in terms of 
the legal requirements for entry into the informal food market. It should be noted that 
beyond a permit, these requirements are rarely enforced, and the informal food trader 
in Case Study 1 remaining in the same area for four years is an indication of this. The 
enforcement was reported as sporadic, not for contravention and remedial purposes. 
When asking the formal trader in Case Study 2 about the Health Department 
requirements to operate in the formal sector, it was reported that the testing, treating, 
storing, handling, and conditions were of the highest level and policed rigorously – 
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which is not the case in the informal sector. When discussing absenteeism with the 
company in Case Study 2, and the Human Resource department representative 
involved in Case Study 1, there were no significant reports of health issues resulting 
from the consumption of the informal vendor meals. The most significant issue in terms 
of absenteeism resulted from insufficient money for transport in the last week before 
payday. 
The public liability risks of the formal catering company and the client are significantly 
higher than for the informal trader whose business is carried out, more on trust than 
on mitigation of claims for poor health risks. From this case, the poisoning from food 
consumed from the informal trader and the formal trader appeared to be the same in 
that no incidences were reported. The formal food trader indicated, however, that as 
a selling point the company emphasises and demonstrates its consciousness in this 
regard, which is regarded as a competitive advantage. This is acknowledged as being 
outside of the scope of this study, and provides many short and long term social, legal, 
and health issues for further research, but is recognised as a condition that exists 
currently. 
Both in the formal trade and in the informal food truck operator’s case in Case Study 
3, there was a requirement for training, and in the informal food truck operation this 
was government provided including health risks in food preparation before being 
allowed to operate. This is different from Case Study 1, but enhances a condition that 
does not currently exist. It should be noted, however, that the lack of this requirement 
proved to be advantageous in Case Study 1.  
Witbooi and Ukpere (2011) note the lack of access to finance for informal traders, in 
terms of meeting the minimum requirements to operate informally and formally. In 
Case Study 1 and Case Study 3, both initial ventures into the informal food trade were 
based on savings from former entrepreneurial endeavours. This suggests that for both 
business owners this was not their first business venture, and savings had been 
accumulated before the appetite for risk and the entrepreneurial spirit drove them to 
the purchase of their respective food businesses.  
This remains a barrier for entry and for further expansion. Yet, this may be an 
opportunity for women who own informal businesses. The formal trader and the 
company whose staff were loyal supporters of the informal trader, both indicated an 
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interest in supporting the informal business owner in Gauteng. The formal food 
business is thus open to joining, providing mentoring, incubation, and offering 
traditional food, to complement their current food offering, and the company is open to 
collaboration as part of its corporate social responsibility programme. 
While there were a number of conditions found to have influenced the success of the 
informal woman-owned business, there were a number of key findings that impact the 
study most significantly, and serve as mitigations to the challenges highlighted in the 
literature (Hill, 2016). The key contributors that were discovered in this study are the 
main influences in terms of success are: 
1. the businesswoman had cooking skills and knowledge of a menu that 
appealed to a market that provided a sufficient opportunity to make sales 
and create an income. These skills, knowledge, and abilities were not 
gained from a formal education or training, but were inherent from a lifestyle 
where, through practice and participation, were developed, providing a 
significant tool to succeed in the informal food sector;  
2. the businesswomen’s strength of resolve, entrepreneurial spirit, and risk 
appetite (risk orientation), along with the desperation to rise out of poverty 
provided a unique drive that was fundamental to pursuing the informal 
business, risking all savings on the venture into the informal business 
environment; 
3. these two aforementioned attributes, combined with identifying a product for 
a niche market, identifying the market, the position of the business, the value 
proposition, and the business owner identifying that the personal service as 
the competitive advantage, without the benefit of business training, fulfil the 
requirements of the four P’s of a successful marketing mix - product, place, 
price, and promotion (Armstrong & Kotler, 2011). In addition, the four C’s in 
the business marketing mix, as viewed from the customers perspective, can 
be found in the business plan and execution (customer service and 
perceived value) identified as vital to success - customer service, cost, 
convenience, and communication (Lauterborn, 1990). These conditions are 
prevalent in the business environment and contribute to the success despite 
lack of formal business training; 
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4. an additional condition that exists that is key and out of the control of the 
business owner, is the unrelated but significant contribution that the attitude 
from the multinational and formal catering company have on the success of 
the informal business. The multinational creates an environment where the 
support from the workers for “their” informal food supplier, is respected and 
supported, creating a customer base for the informal business. The fact that 
the formal catering company does not regard the informal trader as 
competition, providing a complementary product, creates a less competitive 
environment conducive to the successful operation of the informal business; 
5. the lack of access to formal financing remains a challenge with no 
relationship existing between the informal sector and formal sector, and the 
informal sector and businesses being restricted by statutory legal and credit 
requirements; 
6. the nature of the informal business – supplying only a limited number of 
meals per day – reduces the risk of wastage (additional costs) and permits 
cashflow management, contributing to the success of the business, this 
prudent approach protects the business owner; 
While there are other conditions that all contribute to the success of the business by 
influencing the business owner, the informal business and the customers, the 
conditions identified in the study all serve to provide a unique situation – however 
these key findings provide the basis for the success observed in Case Study 1, and 
provide an opportunity for transferability in practical application in future. 
 
5.3 Implications of the Study 
This study undertook the task to understand how it is possible for a African female-
owned informal business to overcome challenges identified in studies by Chinomona 
et al. (2015), Hill (2016) and Magidimisha and Gordon (2015). These challenges 
include lack of education, difficulty in obtaining finance, gender bias, lack of 
governmental support, and discrimination (Chinomona et al., 2015; Hill, 2016 
Magidimisha & Gordon, 2015). These challenges all hamper the informal 
entrepreneur’s potential to maintain a successful business for an extended period of 
time, in the same location and provide a sustainable income. 
72 
 
Once Case Study 1 had been identified, this study aimed to generate insight into how 
the African female-owned business was able to succeed despite “lack of financial and 
business skills”, with more than 50% of entrepreneurs in South Africa failing (Henning 
& Akoob, 2017). Chinomona et al. (2015) highlight the lack of education, gender bias, 
and no access to finance as challenges facing women, while Witbooi and Ukpere 
(2011:5651-5652) identify additional challenges, including “lack of financial 
confidence” and “gender imbalances”, referring to decision-making roles attributed to 
historical gender roles and the restriction this placed on women embarking on more 
male-dominated endeavours. 
Case Study 1 provided an opportunity for the identification of success conditions and 
their effect on the outcome of an informal business in the informal food sector. The 
effect of these conditions is visible in terms of their causal effect in overcoming 
historical challenges, and in the manner in which the African female-owned business 
was able to succeed against the selected criteria to measure success, namely:  
1. remaining operational in a single location; 
2. providing the same value proposition for four years; 
3. building a loyal customer base; 
4. overcoming the challenges of intra informal sector competition as well as 
inter food sector competition. 
These conditions where then tested against two other cases to provide a holistic 
analysis, using Mill’s methods of similarity and difference, comparing a case with a 
similar outcome – a food truck providing traditional meals – for similarity, and a 
different case – the formal food business – for difference to add to, and improve  the 
theory regarding the conditions identified (Mahoney & Thelen, 2015). 
This study has identified that the lack of education, access to finance, restrictive credit 
markets, gender-based discrimination with black women twice discriminated against, 
are significant challenges to starting and maintaining a business for women (Witbooi 
& Ukpere, 2011; Magidishma & Gordon, 2015; Hill, 2016; Darbi et al., 2018). 
Opportunities for food business development in the informal sector exist, despite these 
challenges, but significant support is required from the private sector as well as from 
government to ensure sustainable success for entrepreneurs in this context (Hill, 2016; 
Rogan & Skinner, 2017).  
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This study found that a unique case existed, despite these challenges. The research 
design therefore incorporated interviews with the informal business owner, the 
multinational company which houses a significant portion of the informal customer 
base, a formal catering company, an informal food trader in the United States of 
America, as well as the Small Enterprise Development Agency. Previous literature 
was reviewed about the challenges, government support, or lack thereof, and informal 
business elsewhere in the world, in which a black woman-owned informal business 
has succeeded for four years, providing a living above survivalist levels.  
 
5.4 Limitations to the Study 
This research is limited in that in refers to a single, unique case in a specific area of 
Gauteng only, and this uniqueness will contribute to the limitations of generalisability. 
Generalisability is not the main aim of this study, as this research is concerned with 
identifying transferable conditions for success in the informal business context.  
Some of the conditions, namely the attitude of the multinational in support of the 
informal business providing meals to workers, the non-compliance of the informal 
trader with statutory requirements in the form of tax, health, food safety and 
employment regulations, may provide for limitations in case-to-case transfer. 
Pressure from local authorities as described by Skinner and Haysom (2017), may 
result in the temporary or permanent closure of the informal food sector, or this food 
business. This successful business may be influenced by conditions that may not be 
prevalent elsewhere and may not be easily transferred. 
 
5.5 Opportunities for Future Research  
Future research on more individual food vendors, considering the environments in 
which their businesses exist, would improve the knowledge and the understanding of 
this sector of the informal sector. It was acknowledged that further empirical studies 
are necessary to understand the sector and the progress that women have made and 
could make in future.  
Further research into other industrial areas, and community areas, including taxi ranks, 
could lead to a deeper understanding of the informal sector and specifically the food 
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sector, in order to address whether ventures in this context are sufficient to provide a 
means for women out of poverty.  
Further lessons may be learned other countries’ informal food sectors, and data in this 
regard may be added to the conditions in this case, to make the conditions more 
conducive to successful food businesses in the informal sector in general. 
In addition the possible support of formal catering companies, with the assistance of 
companies employing large numbers of workers, guided by the conditions and key 
findings of this study, corporate social responsibility and BBBEE, led by SEDA’s role 
in employment creation, could result in an informal/formal collaboration to push the 
informal women food businesses further from survivalist levels. 
 
5.6 Conclusion 
Conditions that influenced the success of the informal food business in Gauteng were 
found broadly in the business owner and the entrepreneurship that was demonstrated, 
along with the value proposition that was created, the market targeted, the position of 
the business, and the customer relationships that were developed and maintained. 
Concern for cash flow and wastage was demonstrated in selecting a comfortable 
number of meals to prepare each day only, indicating a clear untaught acumen for 
business. 
The company, whose staff supported the informal food business, chose to remain out 
of the food provision equation, in support of the workers request to use the informal 
business, in place of a company provided catering service. This created the 
opportunity for the informal business to continue profitably for four years and was a 
main influence on the success of the informal business. 
Another condition that influenced the success was the formal traders not recognising 
that the informal food providers offer competition for their services, or this may have 
resulted in competitive pricing or competitive meals to remove the competition. The 
formal traders regarded the bringing of meals from home by their potential customers 
as the prime risk to their success. This is not a concern in the informal business as the 
meals provided served as the main meal of the day. 
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Finally, the challenges identified above and, in the literature, reviewed in Chapter 2 
remain salient for female-owned businesses to overcome. However, a niche market 
exists, where the right woman, in the right conditions, is able to maintain a small 
business, albeit informal, and make a living, despite a lack of education, lack of 
business training, and historical discrimination.  
With support from local authorities, from formal food traders and large corporate 
companies, the opportunities for these to exist firstly, and then to be able to maintain 
for significant time will be vastly increased, bearing in mind that the “traditional-ness” 
of these meals may change as social media continues to influence and dynamics of 
the country and life change. This provides an opportunity for further study into the 
influence of media and social media on the informal food sector. 
The social and historic challenges remain salient and pervasive for female 
entrepreneurs, and this highlights an area of necessary research, as, according to 
SAWEN (2005), little research is done on female entrepreneurs and little empirical 
evidence exist on the women themselves, when compared to the challenges facing 
them. This study contributes to that body of knowledge and highlights practically 
transferable conditions for success in the informal business sector. 
This study set out to prove that women can find a way out of poverty and 
unemployment, if the success conditions exist, and with the commitment from 
government through SEDA, incubation and collaboration with the formal food sector, 
as well as support from corporates. A small food provision sector could be focused on, 
to provide opportunities for unemployed women, with home cooking skills with the 
conditions described in this study and coordinated support. A further study is needed 
to be able understand whether there is a desire from the women business owners, 
whether this coordination is possible, both the multinational in this study and the formal 
trader indicated the willingness to support this and SEDA indicated that increasing 
employment and supporting small business was their mandate. 
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